


THE BOSS 


Sell the BOSS Line of Kerosene Heater 


. . . the Right Line . . . the Right Price . . . the Right Profit 











OSS Business is Big Business 

because Boss prices are right 

down to levels where people can 
and will buy. 

' . 

. 2 ™ Boss Business is Profitable Busi- 

| ee im ness. Volume is big, turnover is 

y - ' me quick, net profit is high. 
im i Get in the money: write today for 








2 r prices and catalogs. 


A BOSS LEADER 
FOR QUICK SALES 


A high speed, low cost, oil-burning 

heater with powerful even flow of 

warm air. High velocity is obtained 

without fans by scientifically de- 

: signed air ducts and proper place- 
ty ment of burners. 



























Pi —DONT MAKE 
YOUR CUSTOMERS 


OOK FOR YALE 


CABINET AND 
TRUNK LOCKS 


OUR customers know you sell screw drivers. 
They know you sell padlocks. But do they know 


you sell cabinet and trunk locks? 


The chances are they don’t — unless you have them 
out where they can be seen. That's why it's so essen- 
tial that of all your items, cabinet and trunk locks be 
prominently displayed. And it’s so easy too— when 
you use the F41l Yale Merchandiser. 


This attractive display board shows the most popular 
numbers in the Yale Cabinet and Trunk Lock Line. 


Shows them—and se//s them. 


Ask your wholesaler or write direct to us about these 


Yale merchandiser helps. 


-THE NAME Yj F HELPS MAKE THE SALE- 








— YALE in the New York — Fair. Main Exhibit, Metals YALE CABINET LOCKS NOW 
Building, near Trylon and Perisphere. Other displays are in the PAC K E D WwW | T H Ss Cc R E Ww Ss! 


© 1910 N.y.w.F. Home Building Center. 
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SOMETHING WORTH THINKING ABOUT 



























THE “CERTIGRADE CALIFORNIAN” HOUSE, SPON- 
SORED BY THE RED CEDAR SHINGLE BUREAU AND 
35 NATIONAL AND STATE BUILDING MATERIAL 

Ts ASSOCIATIONS AS “THE MOST HOUSE PER 

oY DOLLAR,” IS PAINTED WITH PURE WHITE LEAD. 
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MANY HOTELS, HOSPITALS, SCHOOLS AND 
OTHER PUBLIC BUILDINGS SPECIFY PURE WHITE 
LEAD PAINT FOR INTERIOR WORK BECAUSE OF 
ITS ABILITY TO STAND FREQUENT CLEANING TO Fili THE GROWING DEMAND FOR PURE 
WITHOUT FADING OR SHOWING WEAR. WHITE LEAD PAINT, MANUFACTURERS IN 
MANY AREAS ARE NOW OFFERING IT IN 
PREPARED READY-TO-USE FORM IN WHITE 
THOUSANDS OF INTER- AND COLORS. 

ESTED HOMEOWNERS 
HAVE SENT FOR FREE 
BOOKLET “WHAT TO 
EXPECT FROM WHITE 
LEAD PAINT” AFTER 
READING OUR NA- 
TIONAL ADVERTIS- 
ING. HOT PROSPECTS 
FOR You! 



















vf, PAINTING INSTRUCTIONS FUR- 

ff NISHED BY LUMBER MANUFAC- 
TURERS ALWAYS INCLUDE RECOM- 
MENDATIONS FOR USE OF PURE 
WHITE LEAD PAINT BECAUSE OF ITS 
SUPERIOR WEAR AND PROTECTION. 








P.$.—1N RECOMMENDING PAINT TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE BETTER 
THE PAINT! 








LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue, New York, N. Y. 
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You bet it’s news! When these perma- 
nent, molded plastic Rule Cases were 
offered a few months ago with Rule Assort- 
ments whose retail value totaled $15, they 
went like hot cakes. And now you get them 
with less than $10 retail worth of rules! 
Their rich, striking colors, window fronts 
and gleaming chrome trim will win sales on 
your counter, just as they won First Award 
in the All America Package Contest. Order 
them from your jobber and sell more profit- 
making Stanley Rules! 

“The Book of Rules” shows the many 
sales aids available for Stanley Rules, how 
“Green End” Rules are made and pictures 
of all Stanley “Zig-Zag” and ‘“Pull-Push” 
Rules. Write for your free copy. 






STANLEY “PULL-PUSH” ASSORTMENT 
No. 291% consists of the following 9 
rules and free colorful display case: 


2 No. 7506 at $.65 $1.30 
















2 No. 1266A at 85 1.70 
1 No. 1266 at 1.00 1.00 
2 No. 6386 at 1.25 2.50 
1 No. 7366 at. §=§§s«1t.50 1.50 
1 No. 1166 at 1.50 1.50 
9 Rules with Display Case $9.50 





Retail Value* 






STANLEY ’‘ZIG-ZAG’’ ASSORTMENT 
No. 290% Consists of the following 16 
rules and free colorful display case: 











3 No. 806 at $.45 ~ $1.35 
2 No. 06 at -60 1.20 
6 No. 106 at -65 3.90 
2 No. 106F_ at -65 1.30 
2 No. 266F at 65 1.30 
1 No. 167 at -65 65 












Retail Valve* 





eiy¥ 2 7 — 16 Rules with Display Case $9.70 





*Prices slightly higher West of Missouri River 


The Tool Box of The World Ba :.4) 6 a eon ee e 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 
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Your business. . . in at least one respect... 
is no different from others: Your market- 
ing problems are constantly changing. 
You must ever be on the search for new 
ideas . . . for new ways to get results. 


No doubt several of your immediate prob- 
lems are indicated here . . . all of those 
shown will be threshed out at the 18th 
Annual Conference and Exposition of the 
National Industrial Advertisers Associa- 
tion, at the Hotel Statler, Detroit, Septem- 
ber 18, 19, 20. 

Plan now to get the up-to-the-minute facts 
on the latest ways to do a better industrial 
marketing and advertising job. 


All Industrial Marketing Executives 
are Invited to this Conference 


AT > BUDGETS 
(Wore YOUR PROBLEM? (venue OF Bl :. 
\ 


1940 INDUSTRIAL ADVERTISING CONFERENCE 


DETROIT... HOTEL STATLER... SEPTEMBER 18, 19, 20 
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REFRIGERATOR SHELVES 
MADE OF PITTSBURGH 
STAINLESS STEEL WIRE ARE 


TRULY STAINLESS 


The high finish on refrigerator shelves 
made of genuine Stainless Steel Wire is 
permanent, because being truly stainless 
clear through, the life of this finish is not 
dependent upon a surface coating which 
sooner or later must wear through. Only 
genuine stainless steel is truly stainless, 
with the ability to permanently resist 
discoloring and corroding influences 
encountered in refrigeration service. 
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Ask your manufacturer to furnish 
shelves made of Pittsburgh Stainless 
Wire. The slight premium for these 
genuinely stainless shelves is but a 
negligible part of the cost of a 
refrigerator, worth far more than 
their cost in helping you sell more 
refrigerators. 


PITTSBURGH STEEL COMPANY 


1641 GRANT BUILDING PITTSBURGH, PA. 
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at all to sell the Nicholson Handy 
File. (And you don’t have to be a 
magician, either!) The most casual 
customer is usually intrigued with 
the novelty of a file that’s built for 
double duty — single-cut teeth on 
one side for sharpening many types 
of edged tools, and for smooth-finish 
filing in general; double-cut teeth on 
the other side for fast stock removal 
on rougher work. You do not need 
much imagination to reel off scores 
of uses for the Handy File 


the house, on the farm, in the garage 





around 


or shop. 

With 8-inch file length and tiat 
safety handle, the Handy File attracts 
further with its hang-up and carry- 





ing convenience (no bulge — easily 


slipped into hip or leg pocket). 
NICHOLSON FILE CO. 
PROVIDENCE, R. 1., U. S. A. 


Also Canadian Plant, Port Hope, Ontario) 








Put this eye-catching display carton, 
which holds a dozen unique and colorful 
Handy Files, on your counter. Note the 
sales magic! The investment is small, 
mark-up is profitable, turnover is quick. 
Order from your jobber. 
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American 


Business quon 


when freedom walked 
in this famous door 


— of government, freedom of 
speech — and freedom of business enter- 
prise. These are among the precious rights 
brought to mind by Independence Day. 


And what does freedom of business enter- 
prise mean? .It means everything to American 
business. It means the right to go unhampered 
into the markets of the world and win a place 
for your products or services. 


Those products that win a place at the top 
under this system of free enterprise do so 
because they offer the greatest value. 


Richards-Wilcox products have won that 
place at the top. They are universally recog- 
nized as the value leaders in their field. That’s 
why for over 60 years R-W products have been 
money makers for dealers—and why they are 
money makers today. 


The superiority of R-W products is protected 
in many instances by exclusive patents. Another 
advantage to dealers is that R-W is the com- 
plete line—offering the greatest opportunity to 
supply every customer’s needs. 


Among the R-W products hardware dealers 
will find profitable to stock are: 


Slidetite patented garage door hardware @ 
“DoR-WaY” hardware for garages, barns, 
warehouses, etc. @ R-W hangers and patented 
lock joint tracks @ Door holders and door 
dogs @ Locks, bolts, latches @ Fence stretchers 


Write for complete information on these and other Richards- 
Wilcox products. 








~ ek ee OT eae ee etre 
Doorway to State House (Independence Hall) in Philadelphia 


Richards-Wilcox Mfg. Co. = 











“A HANGER FOR ANY DOOR THAT sire g §* “ a 
AURORA, | b wed 
ee, » ILLINOTS, U.S.A. rece 
its imprint” Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 
Indianapolis St. Louis New Orieans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 


Milwaukee Richards- Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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Sunday Selling :— 


As we have frequently men- 
tioned in these pages, most states 
have laws which regulate the kinds 
and type of merchandise which 
may legally be sold on Sunday. 
Broadly speaking, such laws re- 
strict Sunday sales to foods, drugs, 
tobacco, candy and a few emer- 
gency items. Chain drug stores are 
the worst offenders, in that they 
sell cutlery, electrical appliances, 
clocks, tools, razors and a very 
wide assortment of merchandise 
seven days a week, long hours 
every day. A northern New York 
reader writes and asks about New 
York State’s laws covering Sunday 
sales, which he aptly states “Are 
sure broken more often than ob- 
served.” There is such a law in 
New York State. It is identified 
as “Section 2147 Penal Law.” 

Here is the text of New York’s 
Sunday selling law, Section 2147 
Penal Law: 

“Public traffic on Sunday 

“All manner of public selling or 
offering for sale of any property 
upon Sunday is prohibited, except 
as follows: 

“l. Articles of food may be 
sold, served, supplied and deliv- 
ered at any time before ten o'clock 
in the morning; 

“2. Meals may be sold to be 
eaten on the premises where sold 
at any time of the day. 

“3. Caterers may serve meals to 
their patrons at any time of the 
day; 

“4. Prepared tobacco, milk, 
eggs, ice, soda-water, fruit, flow- 
ers, confectionery, souvenirs, news- 
papers, gasoline, oil, tires, drugs, 
medicines and surgical instru- 
ments, may be sold in places other 
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than a room where spiritous or 
malt liquors or wines are kept or 
offered for sale and may be deliv- 
ered at any time of the day. 

“5. Delicatessen dealers and 
bakeries may sell, supply, serve 
and deliver cooked and prepared 
foods, between the hours of four 
o'clock in the afternoon and half- 
past seven o'clock in the evening, 
in addition to the time provided 
for in subdivision one hereof. 

“The provisions of this section, 
however, shall not be construed to 
allow or permit the public sale or 
exposing for sale or delivery of 
uncooked flesh foods, or meats, 
fresh or salt, at any hour or time 
of the day. Delicatessen dealers 
shall not be considered as caterers 
within subdivision three hereof.” 





N.R.H.A. Congress: 


Next month the National Retail 
Hardware Association will hold its 
annual Congress at the New 
Yorker Hotel, New York City. 
Within two or three blocks of that 
hotel, in almost any direction, in- 
terested hardware men may visit 
large chain drug stores, almost all 
day Sunday, and buy practically 
anything and everything which 
these present-day, so-called drug 
stores handle. They will find large 





hardware departments in some 
stores and many miscellaneous 
items common to hardware store 
stocks—sold all day Sunday in vio- 
lation of Section 2147 of New 
York State’s Penal Law. And the 
same condition prevails in every 
other good-sized town and city 
throughout this country, despite 
existing legislation which is sup- 
posed to eliminate such prac- 
tices. It would be a_ worthy 
task for the N.R.H.A. Congress 
to study existing state laws 
regarding Sunday selling, to 
be followed by state association 
action to see that such legislation 
is enforced. Remember these laws 
are already on the books and have 
been for a long tie, but they are 
completely ignored in most, if not 
all, states having such laws. This 
is one regulation on chain stores 
that is available and could be en- 
forced and which, in the main, is 
not currently subject to any at- 
tention by any organized inde- 
pendent retail group. 





Chain Stores: 


A neighbor of mine is a chain 
store executive. He is connected 
with an important, although not 
the largest, grocery chain organi- 
zation. He has recently attended 
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two conventions of chain store op- 
erators; one a gathering of his 
own company and the other a 
more general get-together in that 
industry. He tells me the chain 
store trend is away from factory 
brands in favor of house or pri- 
vate brands. There are many rea- 
sons, he says, for this trend. Some 
of the reasons he gives are flexi- 
bility in getting production at a 
better price when the chain con- 
trols the brand; no obligation to 
any one producer; freedom to 
make retail prices without consult- 
ing the producer and control over 
sizes, variety, quantity of con- 
tents, etc. Of course he is speak- 
ing primarily of food chains, but 
he believes the same thinking is 
developing among some chain 
groups that handle hardware lines. 
If he is right. many hardware 
manufacturers are due for a rude 
awakening — particularly those 
who have cultivated to a major 
extent their chain store distribu- 
lion on their own factory brands 
to the detriment of independent 
distributors. The manufactures 
who has toyed with private brand 
production, hoping it might not 
affect his factory brand business. 
should already know that he never 
is sure of such volume. It looks 
attractive, but it is “anybody’s 
sweetheart” next year. Another, 
and perhaps the most important. 
angle my neighbor reports is that 
fair trade laws have become sufli- 
ciently potent in food lines to 
harass the chain store method of 
doing business in 44 states and, 
herefore, chains are no longer able 
to use factory brands as “loss 
leaders” to attract volume for their 
own goods. I have heard similar 
reports on drug store items and 
as time goes on hope the same 
situation may prevail in hardware 
store merchandise. 


Store Modernization :— 


One of the bright spots in to- 
day’s hardware trade picture is 
the ever-increasing interest in 
store modernization. Not in 20 
years have there been so many 
good examples of _ intelligently 
modernized hardware stores; mod- 
ernized to decrease inventory in- 
vestment; to encourage’ store 
traffic: to facilitate the second sale 
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of related merchandise and, above 
all, to invite more people into the 
store. In this issue is another 
helpful and informative store mod- 
ernization article by George G. 
Hoy, part of a series which ap- 
pears in every other issue of Harp 
WARE Ace. These articles are at- 
tracting wide interest and_indi- 
cate clearly that hardware deal- 
ers are “modernization-minded.” 
which is a most encouraging and 
healthy sign. Much of the actual 
store modernization installation 
work is being done through whole- 
salers, which plan has many de- 
cided advantages. Store planning 
necessarily must include the right 
assortment of merchandise with 
fixtures being only a vehicle in 
the scheme of things. The whole- 
saler is able to furnish the goods 
as well as the fixtures, and this 
tends to make a modernized store 
more efficient to meet today’s com- 
petition for the consumer's busi- 
ness. Having proper fixtures and 
the wrong balance in your stock 
robs the fixtures of their power 
to help increase profitable sales. 
Remember that when considering 
any modernization activity. 


When R.F.D. 
Comes to Town:— 
For the months of June, July, 


August and September the United 
States Post Office is providing 





Patman Bill Tabled 
By Sub-Committee 


On June 18, 1940, a 
House Ways and Means 
sub-committee tabled the 
Patman chain store tax 
bill. This action pre- 
cludes any further con- 
sideration of this mea- 
sure during this session 
of Congress. The com- 
mittee action came after 
weeks of hearings on the 
proposed legislation, 
identified as H.R. 1. This 
is the measure which has 
had the active support 
of the majority of state 
retail hardware associa- 
tions. 











Rural Free Delivery (R.F.D,) to 
the community in which I live. 
This is part of an expansion of 
postal delivery services throughout 
Long Island, N. Y. It is my un- 
derstanding that density of popu- 
lation is the governing factor and 
that when a community grows to a 
certain population status, delivery 
is provided. For several weeks in 
\pril and May, local newspapers 
announced the delivery, hailed it 
as progress and advised box hold- 
ers to obtain RFD services. Post 
office boxes would have to be 
given up, numbers put on the 
front door or other easily seen lo- 
cation, and an approved type of 
mail box or mail slot installed. 
On May 31 I tried, unsuccess- 
fully, to purchase an approved 
mail box in six hardware stores 
serving our general area and the 
next two adjoining villazes—but 
there was none to be had. I was 
able to get house numbers, but 
three dealers told me that their 
supply of numbers would not last 
over the week-end due to the new 
demand. I am sorry to report 
that a Sears store, 15 miles away. 
bombarded box holders with cir- 
culars and ran large space news- 
paper advertising in local papers 
offering approved mail boxes, mail 
slots and house numbers. It prob- 
ably enjoyed some good business. 
Most of our local hardware stores 
are now equipped to handle this 
business, but the cream of the 
volume has been taken, leaving 
only the skimmed milk. Since 
that time I have talked with whole- 
salers’ salesmen covering that area 
and other villages which are now 
on the RFD lists and they tell me 
pretty much the same story as | 
have told here. It now occurs to 
me that every wholesale hard- 
ware sales manager might find it 
profitable to keep posted on such 
developments. The establishment 
of R.F.D. is a matter of public 
record and is available informa- 
tion from postal authorities long 
before it becomes a fact. Upon 
learning the communities served 
were to enjoy such delivery serv- 
ice, it would be a profitable thing 
for sales managers to have their 
salesmen “hop to it” and get the 
jump on the sale of mail boxes. 
slots and house numbers. And 


(Continued on page 16) 
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“We have more than doubled 
our sales in this department 


99 


—says Mr. L. P. Newton, of Waterloo, Iowa. 
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UNIFAST. . . is an ingenious combi- 
nation of rose and key plate especially suit- 


! 


machine screw, 
passing through the 
wood into a special 
stump in the lock 
body. We suggest 
the Patrician col- 
ored plastic knobs 
for use with Unifast. 
Write today for full 
information on 
both these lines. 
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This is Thomas Hess, who calls on Mr. Newton 
for Lockwood. He travels Iowa, Nebraska, 
North and South Dakota, Minnesota, and 
Northern Wisconsin, and will be glad to call on 
you, too, to show you the entire Lockwood line. 


PATRICIAN UNIFAST BOR-LOC 
PLASTELLE EQUIPOISE CAPE COD 
Each of these names represents an outstanding 


Lockwood development or improvement in 
Builders’ Hardware. 
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Housewares and paint departments— 
Their location, type of fixtures 
and arrangement of merchandise 


Part VI 
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partments in modern hardware 
stores are increasing both in size 
and in the number of lines han- 
dled. This growth and develop- 
ment has been due to a realization 
on the part of hardware merchants 
that this merchandise is one of 
the greatest producers of store 
trafic. More aggressive merchan- 
dising policies on the part of the 
hardware dealer, aided by whole- 
salers and manufacturers, is an- 
other factor which has scrved to 
increase interest in housewares 
lines. 

More valuable display space is 
now being allotted to these lines 
as a result of this increase in 
their importance. Housewares 
must be shown in order to be sold 


Below: Glass shelves are used in 
these open case fixtures to show 
gift goods, electrical appliances 
and glassware in the store of A. 
J. Kahle & Son, Granite City, III. 


and more volume and sales result 
if they are displayed properly in 
traffic locations of the store. This 
discussion of location deals only 
with the department when it is 
located on the street floor. 


Display at Front 


Housewares lines should be 
shown toward the front of the 
store along either sidewall, the 
matter of which sidewall being 
relatively unimportant. Several 
other factors, considered in devel- 
oping the most satisfactory layout 
will decide this question. 

In hardware businesses where 
paints are more important than 
housewares, paint is usually shown 











featured 


at the front of the store with the 
housewares next in line on the 
same side. Paints are frequently 
placed across the rear of the store, 
especially where fixtures are used 
to separate a warehouse in the 
rear from the main part of the 
establishment. 

Fixtures, either with adjustable 
glass shelves in open cases or with 
adjustable wooed shelves, are used 
to show most lines of housewares 
and these fixtures should be de- 
signed with ledge displays. Sec- 
tions of special design are avail- 
able for the showing of bulky 
items such as galvanized ware or 
cleaning items. Open platform sec- 
tions also lend themselves to dis- 
plays of major appliances and 
other large items. In some cases, 





Enamelware and aluminum ware are 
tur in this wood housewares 
unit in A. J. Kahle & Son’s store. 
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LEANING 





(W. C. Heller & Co.) 


An open platform sidewall unit displays cleaning supplies to good 
effect. Other bulky housewares show up well in these units. 





(Universal Equipment Co.) 


A narrow ledge along the front 
of this wood fixture displays 
cleaning supplies attractively. 
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ledges are covered with sliding 
glass tops to protect the merchan- 
dise, as is usually the case with 
cutlery. 

An excellent design in paint fix- 
lures is one having adjustable 
shelves in base and top and a 
ledge display. When swinging 
paint sample panels are used, this 
sales aid is installed in a fixture 
having an open case top. Ledge 
displays are frequently eliminated 
if a large stock of paint must be 
shown, thus permitting the num- 
ber of adjustable shelves in the 
fixture to be increased. 

Gift goods, small electrical table 
appliances and glassware items oc- 
cupy fixtures located as near the 
front of the store in the house- 
wares department as_ possible. 
This merchandise is usually dis- 
played in the open case type of 


By GEORGE G. HOY 
Associate Editor 
of Hardware Age 


fixture equipped with glass shelves. 
Surplus stocks are carried in the 
base of the unit. 

Arrange this merchandise so 
that the display is interesting, at- 
tractive and pleasingly balanced. 
Group items of the same type to- 
gether to assist the customer in 





(Universal Equipment Co.) 


Galvanized ware and other bulky 

and heavy housewares are shown 

in this three-shelf sidewall fixture 
which is made of wood. 


the matter of selection and com- 
parison. Do not waste space. Plan 
to use merchandise of about the 
same general height on a shelf. 
These same general rules should 
be applied to the arrangement of 
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(W. C. Heller & Co.) 


Paint cans are arranged can high on the shelves of 


this fixture. 


The fixture, which is made of wood, is 


equipped with ledge display and adjustable shelves. 


enamelware. tin- 
other 


aluminum ware. 
ware, wooden ware, and 
housewares in the sections with 
wood or metal shelves. Show a 
complete line of merchandise in 


one display. Popular selling items 


(Universal Equipment Co 


Elimination of the ledge dis- 
play increases the capacity of 
this wood paint unit which is 
of the adjustable shelf type. 
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of average size can be shown in the 
top shelving while the larger bulky 
items in the line can be best dis- 
played in the deep fixture base. 
Do not attempt to carry all sur- 
plus stocks of housewares in fix- 
tures on the selling floor. Organize 
the warehouse and arrange sur- 
plus stock in less valuable space. 
Part of the ledge display in the 
housewares department can be de- 
voted to cutlery or an entire sec- 
tion can be used for this depart- 
ment with panel displays in the 
open case. Other ledges should 
show household utensils, gadgets, 
and other small housewares. Some 
of the ledges can be devoted 
seasonal housewares displays or a 





showing of related items such as 
wash day needs. 

Paint specialties and other pop- 
ular selling items should be lo- 
cated in that part of the paint 
department nearest the greatest 
customer trafic. Small cans of 
paint, quart size and smaller, are 
arranged in the shelving in the top 
of the fixture while larger cans, 
half-gallon and larger, are best 
shown in the fixture base. Do not 
place one can of paint on top of 
another. Adjust shelves to the 
height of one can of paint, carry 
stock the depth of the fixture or 
use two rows for the color if it 
is a popular selling item. Metal 
trays for very small cans of paint 
serve to maintain order on the 
shelves, and simplify the addition 
of new stock. 

Paint brushes of all kinds can 
he shown to advantage on the 
paint sections with ledge displays. 
\ step-up display unit for this 
merchandise improves the display 
and shows it to better advantage. 
All painting accessories will sell 
more rapidly if shown on this 
ledge where the items suggest 
themselves to customers. 

If paint sample panels are a 
part of the department, place the 
open case containing this selling 
unit in the center of the depart- 
ment. This balances the entire dis- 
play and the unit is convenient for 
both customer and salesman. 

Numerous display tables will be 
necessary to show seasonal and 
promotion housewares items. 
Tables located near the depart- 
ment are best for displays of this 
type. Items on the tables fre- 
quently suggest other merchandise 
in the sidewall displays. 


Just Among Ourselves 


(Continued from page 12) 


such developments are going on 
every day in some part of almost 
any wholesale hardware firm’s sell- 
ing territories. 


Vacations :— 


Next month the annual vacation 
season starts. At the suggestion 
of Bob Baker, Fones Bros. Hard- 


ware Co., Little Rock. Ark.. we are 


publishing, in this issue, some data 
on the vacation plans of wholesale 
hardware buyers — telling when 
and where they are going and what 
they plan in the way of a holiday 
trip. All buyers are invited to 
send us this data for publication, 
as this feature will be continued 
as long as the information is made 
available. The first installment, in 
this issue, starts on page 53. 
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$1,500 in Electrical Supplies 
and Lamps in a Town of 1,500 





Pittsford Hardware, Pittsford, 
N. Y., has three-and-a-half turn- 


overs annually in these lines 


Manufacturers’ 
display material 
makes effective 
backgrounds. 
The firm sells 
light and _ so 
keeps its win- 
dows illum- 
inated at night. 


\ Ven a_ hardware 


dealer, in a town of 1500 popula- 
tion, sells more than $1,500 worth 
of electrical supplies and lamps 
each year, including a number of 
items selling for 5 cents, 10 cents 
and a quarter he is really pulling 
in a good flow of traffic and is sell- 
ing his community on the idea that 
his store is there to give service 
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and to offer good values. The 
Pittsford Hardware, Pittsford, 
N. Y., of which George Water- 
house, Sr. is proprietor, normally 
carries a stock of lamps valued at 
about $250 and enjoys from three 
to three-and-one-half turnovers a 
year on this stock. A similar rate 
of turnover is obtained on a nor- 


mal stock of about $200 worth of 


switches, wire, sockets, extension 
cords, electric buzzers and door 
bells and other electrical sundries 
and supplies. 

Since many local residents are 
employed in Rochester, N. Y., 
which is but 10 miles from the 
town, Mr. Waterhouse must 
closely watch and study the kinds 
of lines that people in his com- 
munity will buy at his store. An 
unique, compact store display of 
electrical goods, and the use of 
one of the show windows, much of 
the time between August and 
March, for the showing of this 
equipment and some small table 
appliances have been important 
factors in the volume enjoyed in 
this department. In addition te 
the good showing in electrical suy - 
plies the store does an active busi- 
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This department, 14-ft. long, is given over largely to 
smaller units of sale and shows the wide range of 


supplies carried. The tilted panel 


helps the firm 


to quickly determine just what the customer needs. 


ness in some smaller appliances, 
particularly during the Christmas 
shopping season, when this line 
is greatly enlarged. 

Two 7-ft. display tables, well in 


the front of the store, are devoted 
to featuring lamps and electrical 
supplies. Auxiliary shelving is 
supported on both tables for show- 
ing flashlights, friction tape, flash- 
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light batteries and a variety of 
switches, sockets, electric wire, etc., 
since space in this store, which 
measures 60 by 20 ft., is at a 
premium. A tilted shelf at the back 
of one of the tables is used for 
displaying switches of various 
types, as well as sockets, buzzers, 
etc. While a good supply of many 
of the items is shown on the regu- 
lar table units, the tilted shelf is 
given over to a sample stock. Each 
of these samples has a number in- 
dicating the location of the stock 
as well as the retail selling price. 
the stock being kept in drawers in 
the back of the display table. Wire 
of various types is displayed in 
back of the sample panel. 

Mr. Waterhouse states, “We 
have always catered to the house- 
hold trade because 95 per cent of 
these people put down cash when 
they buy. When you sell trade ac- 
counts you are expected to give 
credit and discounts. Lots of peo- 
ple in Pittsford and the vicinity 
do their own electrical work. When 
electricians, from out of town, 
come to Pittsford to do work they 
frequently come to our store for 
equipment. Our electrical depart- 
ment is in the front of the store, 
where people can see it, because 
customers frequently do not know 
how to describe what they want. 
They will often say they want a 
‘jigger’ or a ‘gadget’ and then 
point to an item on the sample 
board.” Items on the sample 
board are numbered according to 
the stock drawer in which they are 
located. 


New Display Space by Spreading Fixtures 


B° spreading the fixtures along 
the sidewall, Henry G. Frank- 
enbach, Inc., Southampton, N. Y.., se- 
cured alcoves in which to show ma- 
jor appliance items. Fixtures were 
spread about 4 ft., fixture top built 
in and platform base installed. In 
some places, special material was 
used in the background, while in 
others regular wall board served the 
purpose satisfactorily. 

Flourescent lighting units in vari- 
ous colors were installed at the tops 
of the fixtures and attracted cus- 
tomers to these displays. Merchan- 
dise displays are changed often, and, 
while major appliances are shown 
most of the time, other lines are also 
displayed. 
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Presenting Our Guest Editor 


R. P. HEALY 


Sales Manager, 
Animal Trap Co. of America, 
Lititz, Pa. 


Whose Subject Is 


A Matter of Attitude 


De problems of the 


manufacturer and the distributor 
are so closely related, and on care- 
ful survey exhibit so many points 
in common, that it is only by the 
most earnest cooperation that most 
of them can be successfully met 
and solved. 

The manufacturer is in reality 
an employee of the distributor. 
His wages are that sum of money 
which represents the difference 
between the costs of his manufac- 
tured goods, ready for the distrib- 
utor to handle, and the price the 
distributor can afford to pay him 
and still resell at a profit to him- 
self, and, at the same time, meet 
competition on kindred lines. 

We can take the reverse picture 
and place the distributor as the 
employee of the manufacturer. 
His wages are the difference be- 
tween the price at which the man- 
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ufacturer is able to deliver manu- 
factured articles to him, and the 
price at which he may place them 
with the dealer (if he is a whole- 
saler) or the consumer, if he deals 
direct, and still. meet competition 
and make a profit. 

There is no place in the picture 
for any semblance of conflict be- 
tween manufacturer and distribu- 
tor. There is only place for sin- 
cere endeavor on the part of both 
groups to carry on their part of 
the program, so that the wages, or 
shall we say profit, is assured to 
all concerned. 

When one. or both fail to make 
a profit there is something wrong 
in the picture. The manufacturer 
needs the distributor. The dis- 
tributor needs the manufacturer. 
They both must have profit to 
continue. 

We must not delude ourselves 


R. P. HEALY 


that all argument, or discord can 
be altogether eliminated by the 
taking of such a cooperative view. 
The occasional clashing of per- 
sonality will occur—for regardless 
of the complexity of today’s busi- 
ness efforts—trade is essentially 
carried dn between two persons 
the buyer and seller. 

Realizing that their problems 
have much in common, you will 
find that not only today, but far 
back in the past, the manufacturer 
and the distributor have worked 
together to meet their common 
problems, and have enjoyed the 
fine relationship, which is one of 
the greatest rewards of the busi- 
ness battle. That feeling of confi- 
dence in each other, and the know- 
ing that each has mutual respect 
for the honest intent of the other 
is the reward for such endeavor. 

The manufacturer builds his 
goods for the service of the ulti- 
mate consumer. The avenues of 
travel from his factory door to the 
hands of the consumer are many, 

(Continued on page 74) 
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NE of the intrigu- 


ing things about visiting the Tur- 
ner Hardware Store, in Glenside, 
Pa., is that you never know just 
what you will find when you enter. 
One time the store will have all 
the appearances of a florist’s shop. 
The next time there will be an ex- 
tensive side line of photographic 
equipment. A few months later 
you may find a paint display fill- 
ing the section formerly given over 
to tools or an extensive showing 
of garden supplies. 

Mr. Turner is no believer in the 
status quo, as far as his store 
is concerned. He is constantly 
seeking different methods to en- 
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liven his store and ,increase his 
business. This continual transition 
itself is an important factor in 
keeping his customers always 
anxious to drop in to see what’s 
soing on. 

Although Mr. Turner changes 
his individual displays with be- 
wildering frequency, a complete 
change of store layout is made on 
an average of once each year. In- 
stead of moving to new quarters, 
or knocking out the back wall for 
expansion, Mr. Turner makes such 
sweeping transitions in his old 
layout, that even established cus- 
tomers might believe that they 
have entered a different store. 

The latest and most successful 
change, according to Mr. Turner, 
is a radical change from a totally 
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The paint 
department is t 
attractive in ; 
every detail. 
Thermometers 
are displayed t 
on the panel 


at the left. 








of tl 


The pine-panel fronts and arches 
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open, low table layout to a sec- 
tionalized, high display store with 
each major line in a semi-private 
department of its own. Where 
there used to be a full sweep of 
the store, over the low tables, the 
eye now sees two opposite rows of 
neat pine-paneled partitions and 
arches. Each arch leads to a sepa- 
rate department — paints, house- 
wares, toys and models, and sta- 
tionery goods. If a customer comes 
in looking for a kitchen pan, she 
immediately notices the arch lead- 
ing to the housewares. Once in 
this area she finds everything in 
this line is right there before her. 
displayed on three sides by shelves 
and tables. And in this concen- 
trated display, she is very apt to 
notice things that would be unob- 
served in more extended wall and 





of the sectionalized departments. 
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table arrangements. What is more, 
the customer enjoys a_ certain 
privacy while in the housewares 
department, and feels more at ease 
in inspecting and looking over the 
merchandise. In any event, Mr. 
Turner has found that his newly 
sectionalized store has been highly 
effective in boosting the size of the 
average purchase and that cus- 
tomers are more apt to leave with 
an armful of purchases, instead of 
the single item they had intended 
to buy. 

















that they extended at right angles 
out into the store. Down the 
center line of the table, at right 
angles to the wall, he erected 
pieces of wallboard to within three 
feet of the ceiling. On these boards 
he arranged a series of shelves. 
This broke each side of the store 
into a series of booths, each booth 
having three walls of shelves and 
two narrow tables. Two main 
aisles, separated by display tables, 
lead down the center of the store. 
Mr. Turner says that the new lay- 


Every department in the Turner 
Hardware Store, Glenside, Pa., is 


in a separate, 


self-contained 


section—and they build business 


Lie Wy 











Showing the arrangement of 
the shelves and panels in 
the store’s new departments. 


The cost and effort in changing 
from open to sectionalized dis- 
plays, were not as great as might 
be expected. Mr. Turner merely 
took his tables and set them with 
one end against his wall shelves so 





out gives him considerable more 
aisle space than the open arrange- 
ment. 

In order to set the booths off in 
an attractive manner, he erected 
dividing panels of pine boards. 
Over the entrance to each section 
he built an arch of six short, stag- 
gered pine boards. The wood 
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used for this work is an inexpen- 
sive grade of shelving. To set off 
the grain and knots, it has been 
treated with penetrating wax fol- 
lowed by a coating of finishing 
wax. 

This pine paneling is used with 
very good results for displaying 
small merchanaise. Facing right 
out on the main aisles of the store, 
it sets off the various articles to 
the best possible advantage, and 
Mr. Turner has found that many 
slow moving items sell rapidly 
when put on the panels. He dis- 
plays such things as scissors, pen- 
knives, traps, wall lamps, door 
gongs, kitchen clocks and similar 
merchandise. One entire panel is 
given over to all types of ther- 
mometers. There is such a turn- 
over of these items that the dealer 
has difficulty in keeping his dis- 
plays intact. 

One of the most attractive sec- 
tionalized departments is the one 
given over to paints. The three 
walls of shelves contain all the 
various colors and sized cans of 
paint, waxes, paint remover, putty, 
roofing compound, etc. The two 
half table sections that face into 
the section display painting ac- 
cessories—brushes, scrapers, steel 
wool, abrasive papers and clean- 
ing cloths. A small stand and 
bench in the department permits 
customers to sit down and look 
through the color charts or sample 
books which are available. To top 
it all, there is a paint mixer at the 
front of the section, where custo- 
mers can have their cans of paint 
mixed by machine before they 
leave. The paint department has 
proven highly successful. 
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Each department is illuminated 
by separate overhead fixtures, in 
addition to any auxiliary lighting 
which may be necessary. Outlet 
sockets are available to each sec- 
tion for additional lights or other 


purposes. 

As might be expected, Mr. Tur- 
ner’s window displays are as effec- 
tive and unique as his store. One 
of the most interesting recent dis- 
plays was a set of model buildings 
representing two streets in town, 
one the business section, the other 
the residential district. The busi- 
ness section showed a block of 
stores. with the actual names of 


on a hidden cable, 
passed in review. 


business firms in Glenside on the 
corresponding store in the model. 
On the residential street was a 
church and several houses. The 
houses and stores were illuminated 
and the streets had lighted street 
lamps. A street ran around the 
entire display, on which toy auto- 
mobiles were conveyed by a cable 
underneath the platform. Each car 
or truck held a placard advertising 
something in the Turner store or 
in one of the other business houses. 
Naturally this display attracted a 
lot of attention and was always 
good for drawing a crowd of 
people. 





COMPACT FISHING 


TACKLE DISPLAY 





Steps on this table show a large assortment of fishing tackle in a 

compact space. Small bins are created by means of glass dividers. 

Reels of several types are clamped to a chrome-plated pipe stand 

on the end of the table. Customers can operate the reels but they 

cannot remove them. The step displayer is ivory in color. Fishing 
rods are shown at the back of the table. 
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One of the firm’s out- 
of-the-ordinary win- 








dows showing two 
blocks in the town— 
business and residen- 
tial Houses and 
stores were illumi- 
nated while toy autos, 
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R. H. Greenfield, Syracuse, N. Y., a traveling salesman 
for The Geo. Worthington Co., Cleveland, Ohio, whole- 
sale hardware distributors, has enjoyed horseback 
riding since he was a child. “Bob” says that he is 
particularly interested in trotters, pacers and show and 
saddle and harness horses. He has had two horses 
and is shown astride ‘“Rusty.’’ A real lover of horses, 
he maintains a scrap book in which are numerous 
articles concerning horses Among his prized posses- 
sions is a collection of miniature horses, about 80 in 
number, from all parts of the country. Books concerning 
them are another feature of his hobby. Of his books, 
he says, “I greatly prize my collection of horse books 
covering nearly all breeds except the draught horse,” 
his favorite being a copy of the “Racing Life of Dan 
Patch,’’ a book he has had since he was a boy. 





His collection of old chinaware, porcelain and 
glass, kept in a special room in the basement 
of his home, affords much pleasure to Joseph J 
Gronat, St. Louis, Mo., representative of the Lo 

rain division of the American Stove Co. Mr. 
Gronat says that undertaking a study of the 
ceramic arts of the past affords a study of man's 
history that “spedks more profusely than ony 
written word.” He states that “there is no greater 
thrill than locating pieces which were produced 
by the early craftsmen of the porcelain art either 
in European or American colonial industry. The 
study of each technique, firing of colors and 
daintiness of construction sptak of an era of 
culture that we have lost in our speed-made 
world.” Mr. Gronat's collection comprises nearly 
2000 individual pieces including porcelain 
china, pottery, pewter, silver, wood, bronze and 
glass of numerous types. He has marked on tags 
the time, or period and the maker of many items, 
in his collection, which includes numerous sam 
ples of American colonial craftsmanship during 
the period from 1720 to 1770. In Mr. Gronat 

hands may be seen a bronze candle holder as- 
sociated with Daniel Boone. Another outstand 
ing item, part of his glass collection, is a sugar 
bowl which is attributed by several glass col- 
lectors as possibly from the Amalung Glass Ven- 
ture, which produced glass in Washington, D. C., 

from 1780 to 1795 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN 
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Cupid Never Takes 




















M, N Y merchants 


direct both barrels of their adver- 
tising and promotional efforts to- 
wards bagging the wedding gift 
business during May and June, 
which months they have come to 
think of as an open seasun on 
brides and benedicts. Then, just 
as soon as the season passes, they 
revert to their usual methods in 
merchandising, making only a few 
and comparatively feeble appeals 
to the great army of young people 
embarking on their greatest career 

-marriage. 

Many hardwaremen, selling gift- 
wares, household appliances, 
radios, china, crystal, silver, and 
many other things which are part 
and parcel of marriage, will prob- 
ably be greatly surprised that last 
year there were more marriages in 
August than in May and just as 
many in September as there were 
in May. 

A survey of the 5 Olargest cities 
in the United States recently com- 
pleted by The Jewelers’ Circular- 
Keystone, shows that while May 
and June had 22 per cent of the 
year’s marriages, August and Sep- 
tember had more than another 20 
per cent. The monihs in the order 
of their importance as marriage 
months, during the year 1939, are: 
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June 11.9% 
August 10.1% 
May 10.1% 
September 9.9% 
October 8.7% 
November 8.2% 
July 8.0% 
April FE ie” 
December 7.7% 
January 6.1% 
March 6.1% 
February 5.0% 


This knowledge of the impor- 
tance of the late summer and 
autumn months as marriage 
months should be a stimulant to 





By 


J. RODMAN KEAGY 


the point of putting a little more 
promotional “oomph” into the 
dull days of July this summer. It 
will be noted that 42 per cent of 
the year’s weddings were per- 
formed in the four months of May, 
June, August, and September. 
Naturally this is a time when the 
hardwareman must emphasize his 
advertising and promotional efforts 
to get wedding trade. However. 
he should realize that he must also 
keep everlastingly after this busi- 
ness at other times as well. 
Marriages are one of the best 
indices to the future. When mar- 
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Marriages in thousands in 20 largest cities since 1929 (add 000). 
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Although June is the most 
popular time for weddings 
every other month offers 


Opportunities for profits 


riages are high, confidence must 
be high, and gift sales should he 
high. 

Registrars in 36 of the 50 
largest cities, surveyed, reported 
more marriages last year than in 
1938. The biggest increases were 


Editors’ Note :—This article originally appeared in The 
Jewelers’ Circular-Keystone, a publication affiliated 
with HARDWARE AGE, which makes an annual sur- 
vey of the marriage situation. We are publishing it 
here, with some deletions, because weddings are as 
important to hardware dealers as to jewelers. 
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State requirements for marriage licenses. 
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noted in Detréit, Youngstown, 
Richmond, Flint, Dayton, Wor- 
cester, Washington, Hartford, 
Grand Rapids, Philadelphia, To- 
ledo, and Boston. 

Michigan cities showed the 
largestrincreases last year, Detroit 
being 47 per cent better, Flint 32 
per cent better and Grand Rapids 
22 per cent better. Despite these in- 
creases, the marriage license regis- 
trar in Toledo, Ohio, reports that 
for over a year more than two- 
thirds of the licenses were issued 
to people from Michigan. The 
reason for this was a health exami- 
nation law which took effect in 
Michigan. late in 1937, that cur- 
tailed license issuance in 1938. 

California cities made the worst 
showing last year as a result of a 
law which became operative on 
Sept. 19, requiring both persons, 
applying for a marriage license to 
produce a physician’s certificate 
showing freedom from syphilis. 
This legislation caused many Calli- 
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fornians to travel to adjoining 
states for their nuptials. Neither 
Nevada nor Arizona requires med- 
ical examinations, nor imposes a 
waiting period such as California’s 
three-day wait between the appli- 
cation and issuance of a license. 
Reno is one of the places which 
from the Golden 
State’s social legislation. 

A 9 per cent drop in Portland, 
Ore., resulted from a health law 
took effect December, 
1938, causing a big drop in mar- 


has benefited 


which in 
riages for the first five months it 
was in force. The marriage mart 
in New York State has been slowed 
up by a health test law which took 
effect on July 1, 1938. Denver, 
reported fewer marriages 
last year because of a law which 
took effect last October, causing 
many natives of that state to travel 


Colo., 


to nearby states. 

Merchants, who count gift sales 
as a part of their business, may 
feel that social legislation which 
of 


forces prospective customers 


Issue of Marriage Licenses, 


During 1939 in the 50 Largest U. S. Cities 


FEB. 
3,655 
1,688 
823 
803 
491 
557 
671 
462 
461 
497 
406 
255 
152 
843 
243 
294 
208 
260 
185 
315 
349 
92 
206 
320 


JAN. 
4,223 
1,963 
1,015 
1,026 
1,662 
539 
759 
485 
520 
663 
469 


4,742 
1,733 
986 
1,019 
1,680 
489 
639 
456 
536 
470 
368 
153 
163 


NEW YORK 
*CHICAGO . 
*PHILADELPHIA 
*DETROIT . 
*LOS ANGELES 
*CLEVELAND 

ST. LOUIS 
BALTIMORE 
BOSTON , 
*PITTSBURGH 
*"SAN FRANCISCO 
MILWAUKEE 218 
BUFFALO , 203 
WASHINGTON, D. C . 855 
*MINNEAPOLIS 257 
*NEW ORLEANS 317 
*CINCINNATI 228 
NEWARK... , 241 
KANSAS CITY, MO. 244 
*SEATTLE ...... 292 
*INDIANAPOLIS 287 
ROCHESTER, N. Y 97 
JERSEY CITY 148 
*LOUISVILLE 223 
PORTLAND, 
*HOUSTON 
*TOLEDO 
*COLUMBUS, O 
DENVER 
*OAKLAND 

*ST. PAUL 
*ATLANTA 
*DALLAS .. 
*BIRMINGHAM 
*AKRON .. 
*MEMPHIS .. 
PROVIDENCE 
*SAN ANTONIO 
*OMAHA ... 
SYRACUSE 
*DAYTON .. 
WORCESTER 
“OKLAHOMA CITY 
RICHMOND 
*YOUNGSTOWN 
*“GRAND RAPIDS 
HARTFORD . 
*FORT WORTH 


ORE 


MAR. 


theirs to travel to adjoining states 
Invariably 
in 


to be wed, is unfair. 
marked 
issuance whenever a state 


there is a decrease 
license 
adopts such measures, and the loss 
to home businesses is often con- 
There certainly 
better sales possibilities for these 


siderable. are 
merchants where the ceremony is 
celebrated in the presence of rela- 
tives and friends than there is in 
the ceremony performed in the 
dead of night by a sleepy j. p. 
dressed in bathrobe and slippers. 

While _ state requiring 
health exams and waiting periods 
have a marked effect license 
issuance the effect 
temporary, but it may take three 
or four years for the number of 


laws 


on 
is generally 


marriages in the states to return 
to normal, as the public loses its 
dread of venereal examinations. 
More states adopt such legisla- 
lion every year, so it may not be 


long before there will be almost 


effect 


and states 


uniform regulations — in 


throughout the country, 


MAY 
7,198 
3,879 
1,779 
1,701 
2,141 
$29 
1,052 
644 
939 
1,170 
621 
527 
495 
463 
592 
263 
372 
895 
319 
518 
437 
284 
260 
340 
194 
508 
422 
218 
241 
376 
321 
266 
391 
430 
244 
170 
264 
210 
181 
136 
218 
215 
225 
189 
153 
236 
138 


217 


APRIL 
4,944 
2,839 
1,157 


JULY 
5,070 
2,610 

971 


JUNE 
6,907 
4,657 
1,729 
1,693 
2,887 
1,289 


6,492 
3,490 
1,521 
1,454 
2,446 
932 
1,098 
817 
879 
1,027 
654 


161 
197 
132 
220 
192 


274 
148 104 
253 221 


179 140 150 


SEPT. 


which now provide a quick and 
easy way for getting married will 
cease to steal marriages from their 
neighbors. 

Health examinations, 
periods or both, are now in effect 
in 35 states. All states east of the 
Mississippi, excepting South Caro- 
lina, Georgia, and Florida, now 
have them. There are now four 
Central states and six Rocky Moun- 
tain states which lack such statutes. 

Blood tests will be required of 
both applicants after March 1, this 
year, in Indiana and Kentucky: 
after May 17 in Pennsylvania, and 
after July 1, 1941, in Tennessee. 
In a similar article published in 
1939, it was pointed out that little 
Elkton, Md., for years a popular 
Gretna Green, was having as many 


waiting 


marriages in some months as New 
York and Chicago. In 1939, after 
the Maryland solons imposed a 48- 
hour waiting period on non-resi- 
dents, the issuance fell off 72 per 
16,054 licenses to 


cent; from 


1,532. 


Month by Month, 


%o Change 
from 
1938 
— 2.1 
+12.9 


1938 
68,458 
31,106 
12,885 
10,503 
28,936 

8,827 
11,783 

8,139 

7,369 

9,273 

5,938 

4,815 

4,000 

4,618 

4,870 


1939 
66,988 
35,113 
15,475 
15,439 
22,765 
9,666 
11,332 
8,022 
8,531 
10,908 
5,903 
5,062 
4,037 
5,680 


DEC. 
5,514 
2,137 
1,167 
955 
1,425 
603 
902 
818 
551 
770 
276 
409 
206 
530 
300 
273 
327 
310 
392 
401 
603 
128 


NOV. 
5,307 
3,121 
1,295 
1,094 
1,364 
915 
1,041 
781 
610 
1,091 
355 
416 
367 
464 
408 
254 
263 
390 
350 
423 
499 
220 
243 
347 
187 
541 
573 
235 
151 
227 
207 
250 
393 
437 
257 
189 
216 
321 
174 
142 
203 
190 
204 
264 
142 
177 
112 
200 
116 


ocT. 
6,211 
3,175 
1,479 
1,398 
1,204 
817 
921 
683 
779 
915 
387 
539 
388 
531 
481 
283 
368 
395 
383 
464 
503 
280 
285 
355 
182 
569 
445 
248 
191 
218 
246 
314 
388 
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194 
149 


62 
67 192 90 


33,814 40,261 154 


143 136 146 


34,570 33,618 29,570 


27,972 


26,241 


1,449 


339,279 


319,180 


| INMRANwIAdk nis Seed RS 


TOTALS . 20.857 18,943 20,287 25,992 27,1 
*City license figures massed with those for entire county, parish or district in which located. 
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GOOD NEWS FOR 
BIG GAME HUNTERS 


For years big game hunters 
have wanted an autoloading 
rifle in a ealiber approach- 
ing the ballistics of the .30-06 
Springfield Cartridge. Here 
it is—the Remington Model 
81 Woodsmaster, available 
after August first in the pop- 
ular, hard-hitting, long range 
.300 Savage caliber. 

Can you imagine any more 
effective combination than 
this—a rifle of the most mod- 
ern type, with lightning-like 
rapidity of fire, and a car- 
tridge with tremendous veloc- 
ity, low trajectory and smash- 
ing impact! The Model 81 
will continue to be available 


in the .30 Remington, .32- 


Remington and .35 Reming- 
ton calibers which are so 
popular everywhere. 


Hmm - look at that dirty barrel! 


tts a cinch hes not using 


"“KLEANBORE ” 


(Advertisement ) 








REMEMBER 
when you werea kid? 


—Your most prized possession was a little 
single shot .22 rifle. How you cherished 
that gun! Clean it? It was as spotless 
inside and out as gun oil and elbow grease 
could make it. Then came the day you dis- 
covered that, despite all your care, it 
wasn’t as accurate as it used to be. It was 
like discovering a hidden weakness in your 
greatest hero. 

Today, thanks to Kleanbore priming, 
you can shoot hundreds of thousands of 
Kleanbore .22’s through a rifle barrel 
without danger of rust or corrosion spoil- 
ing the accuracy. Up at Bridgeport we 
have a ten-year-old Remington autoloader 
in which more than half a million Klean- 
bore .22’s have been fired! The gun has 
never been cleaned. The barrel is still 
bright, clean and accurate. 

We get a great deal of satisfaction out 
of making a product like Kleanbore .22’s 
—and we believe you get the same satis- 
faction out of selling them. 

A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 
WATCH FOR IT! 








| KNOW THIS FELLOW? 
| He’s one of your best 


customers ! 





* “Kleanbore’’, 
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‘Woodsmaster’’ and ‘‘“Matchmaster’’ are Reg. U. 


sport of shooting. 
many of them have 


hunters. 





ae we Mat Monthly. 


The American Legion 
done much in this country to| 
promote the great American 


Almost every Legion Post 
has its own rifle team, and | 


teams. And a very high pro- | 
portion of Legionnaires are 


Remington recognizes 
importance of the Legion- 
naire to its business and to 
yours by consistent advertis- 
| Ing in the American Legion 


S, Pat. Off. by Remington Arms Co 














The story behind the 
new, improved 
Kleanbore* .22’s 


In the picture above, a Rem- 
ington ballistics expert is 
studying a new lot of .22 
rimfire ammunition. He’s 
trying to find a way to fur- 
ther increase the accuracy 
and improve the _ perform- 
ance of an ammunition that 
is already world-famous on 
both counts—Kleanbore .22’s. 

This expert and his fellow- 
workers succeeded! The new 
and improved Kleanbore .22’s 
are the result. 

Constant experiment and 
research of this type have 
raised the accuracy of regu- 
lar price .22 ammunition to 
standards that only a few 
years ago could be equalled 
only by premium priced 
match ammunition! 


e 
There’s something 
unusual about the 
development of 
this gun! 
Most new guns are developed 
in an effort to improve on 
existing models. But the 
new Remington Model 513T 
Matchmaster was developed 
to meet the demand of a 
large group of 
shooters who could 
not previously get 
what they wanted 
- « « & match tar- 
get rifle at a mod- 
erate price. 
School teams, 
rifle clubs, summer 
camps and _ indus- 
trial leagues have 
been hampered by 
the high cost of 
match .22’s. The 
Model 513T is ex- 
actly the kind of 
gun they’ve been 
waiting for, with 
heavy barrel, match 
stock, micrometer 
target sights, fast 
lock time, smooth 
crisp trigger pull. 
We predict that 
you'll sell a lot of 
them. 





Bridgeport, Conn 








ELL selected pro- 


motion items, in addition to build- 
ing much desired store traffic, also 
serve to establish the store’s com- 
petitive reputation in the commun- 
ity. To accomplish this two-fold 
purpose, this merchandise must 
have price appeal and must be 
competitive. It should also be at- 
tractive, and contain features that 
are in popular demand. Custom- 
ers must be impressed with its 
value as soon as they see it. 

The most satisfactory promo- 
tion items are purchased espe- 
cially for this purpose at specific 
times during the year. Quantities 
are estimated and when sold are 
not replenished. 

To illustrate this point, a spe- 
cial canner is purchased to be used 
as a promotional item during the 
canning season. This item should 
be in the most popular size and 
contain features of better quality 
canners although it may not be as 
heavy in many respects as the 
regular goods. It is this item that 
will be featured in newspaper ad- 
vertising, and windows during 
the season. Interior store displays 
of this item will not be as exten- 
sive, for here the emphasis will 


CANNERS| 
TON. Size 


$O2e 
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Show popular size canners on 

tables at this time. Arrange dis- 

play so wire racks can be examined 
by customers. 
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Use Promotion Items to I 
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Canning Goods Window 


Merchandise: Enamel canners with racks, pressure canners, steam 
cooker canner, wash boiler canner and rack, stew kettles, collanders, 
fruit jars, jelly glasses, tin cans, jar and can tops, rubbers, paraffine, 
fruit parers, cherry seeders, slaw cutters, scales, food choppers, cutlery, 
jar tighteners, funnels. 


Background: Panels of corrugated board or wallboard in light green, 
pink, and yellow shades. Cutout letters and illustration used on center 
and side panels. 


Suggested Interior Displays: For tables—fruit jars of all kinds, 
canners, family scales. 











be placed on items of better qual- 

ity, more convenient features, and FRUIT 

more profitable to the business. JARS 
This practice of featuring the PT. ..... OODee! 

promotion item does not mean QT....OODez, 

that other items at the same time ' 


will be neglected in the advertis- 
ing and window displays. Special 
efforts will be made by salespeople 
to sell the regular merchandise 
and these goods should always be 
shown and demonstrated to cus- 
tomers, even though the individual 
may be brought to the store by 
the promotional item and ask to 





see it. Promote fruit jars of all kinds 
teen: Guia f — actively during the short canning 
come SYP OF promcucns season. Secure attention by means 


items are purchased in fairly large of mass displays. 
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July Sale Window 


Merchandise: Electric fans, gal- 
vanized pails, glass casseroles, and 
lawn mowers. 


Background: Center and side 
panels of bright yellow corrugated 
board. Cutout letters of bright 
red. 


Suggested Interior Displays: For 
platforms—lawn mowers, galvan- 
ized pails. For tables—-casseroles 
and electric grills. 

















Household scales are being used 
now. Feature them on tables with 
other canning supplies. 
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quantities. A merchant who wants 
to advertise his ability to supply 
customers’ values may follow this 
plan and distribute as many of the 
items as he can. Other types of 
promotional items may be pur- 
chased one at a time. This prac- 
tice is followed with items of this 
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Feature mass displays of popular 
selling insecticides on the ends of 
spray material tables 


type in the major appliance lines. 
Usually one item is on the floor all 
the time and if it is sold it is re- 
placed. Promotion items in major 
appliances are used mainly to 
establish the store’s competitive 
position for these items do not 
have the conveniences of higher 
priced units in the line. 

Hardware dealers should, for 
the most part, be conservative in 
the purchase of promotional items. 
It is much better to sell out of an 
item completely than to fail to do 
this. Short lines are hard to dis- 
pose of and inventory can_ be 
materially increased. 

Margins of profit on most pro- 
motional items are very low. Oc- 
casionally items can be purchased 
which will carry normal margins 
but this is the exception. Where 
the complete line, such as canners, 





Store Traffic! 


is “price lined.” the low margin 
on the promotional line is made 
up on the sales of the regular 
merchandise. Knowing the rela- 
tive popularity of each size and 
style canner it is possible to figure 
the approximate number of each 
that will be sold. With this in- 
formation, retail prices are estab- 
lished on the regular items that 
will make up for the loss of mar- 
gin on the promotional item. 
Where possible promotional items 
should be considered in this man- 
ner with other merchandise. 









































Spray Material Window 


Merchandise: Insecticides and 
fungacides such as arsenate of 
lead, calcium arsenate, potato 
spray, paris green, bordeau mix- 
ture, lime sulphate, copper sul- 
phate, pressure sprayers, bucket 
and barrel sprayer, glass, brass, 
and tin hand spravers, sprayer 
hose, dusters, spray nozzles. 


Background: Center panel of 
bright green, white illustration, 
with dark green cutout letters. 
Side nanel of light green corru- 
gated board. 

Suggested Interior Displays; For 
tables—mass displays of insecti- 
cides and fungacides, hand spray- 
ers several types. 


29 









‘The kind 
that Gai 
dnged BULL poG 9, -Braid che 
y - Wie buy: 
R eo aes eustomret and . a ion. Has 
VRE t corrugation and in 
o rich, warm, ndividual brown. 


Pm ms 


it 

In the first class. ond xt his est to 

Bull for quality in every detail 

Ween At the head of the ¢! for selling 

TY EY aude ; ee Ke ? power IGILANT appe?! home- 

abl graded poner ES ners Who want a Fe 1 hose of th 

Sr) SS LEGS right price- 

i 
pular P sce, and more thon a 
it gives for ig. 
h leader be 


ad 1- Braid 


— 


Ecollnst 
Hott ZZ vi XE 
noe one 





H ; 
ARDWARE AGE 


BosTon 


JUNE 27, 1940 








New Lamson “Speed Merchant”-——The 
Speed Merchant’ developed by the Lamson 
& Sessions Co., Cleveland, Ohio, points the 
way to new profits and new convenience in oe 
selling an old line. It is 28 in. wide by 28 in . m3 iS aX . sah a 
deep and will fit on any table or counter. It oe , ; oe pe Oa ald 
displays 49 sizes of the most popular selling 
‘Brite-Plate” bolts and screws. Each bin is 
plainly marked with size and price of item 
Scales to determine bolt length and diameter 
are located in the top of the display. It's bril 
liant red color attracts attention regardless 
ocation in the store 
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Manufacturers Offer ‘ Th 
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Posters on New Reel—Colorful window display —— 
cards of the Shakespeare Company, Kalamazoo 
Mich., feature balanced tackle outfits and new 
Wondereel. Large cards are 22 in. by 28 in 
and smaller posters 1] in. by 14 in 


Revolving ‘“Fusemaster” 
Display—Right, five differ- 
ent amp. fuses can be dis- 
played in this attractive re- 
volving ajor ‘Fusernas- 
ter” display developed by 
the Gem Electric Mfg. Co., 
Inc., 453 Broome St., New 
York, N. Y. Base is 7 in. in 
diameter and height 18 in 
Display rack is given free 
with the purchase of an 
assortment of merchandise 


e 


Display for Luncheon Cloths—Koroseal lunch- 
eon cloths are shown on pull-out racks so cus- 
tomers are able to make a selection without dis- 
turbing packaged cloths in stock in this floor 
display developed by Sunlite Manufacturing 
Co., Milwaukee, Wis. It is 48 in, long, 16 in 
deep, and 60 in. high. A synthetic coating, de- 
veloped by the B. F. Goodrich Co., makes the 
cloths waterproof, spot, stain and acidproof 
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“Tough ... and Beautiful”—Window dis- 
play poster of the Barrett Company, New 
York, N. Y., secures attention by playing up 
the absurdity of a pretty girl’s interest in a 
“tough.” Display is 50 in. high and 10 colors 
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A Barrett Aaphalt Shingle 
Root is Beantiful « treet 
te look upom.. an evetul 
of color, charm and style 
Beauty that bet 








$05 B BUEER, WEXTECETIONE, LowG LASTING AND GENUWELY SEAUTETVL ROOF 
‘OUR BEST BUY IS BARRETT! 


Sell More Goods 


These Display Helps 






Ou 
fer 


For Steel Tapes—New 
Wyteface display card of 
Keuffel & Esser Co., Ho- 
boken, N. J., 9 in. by 12 in., 
is printed in red and black 
and mounted on heavy 
board. Can be used for 
tables, windows, or walls. 





thet point 
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Visualizer Background for Washers—To help 
salesmen present a dramatic demonstration on 
Hotpoint washers, this background was devel- 
oped by the Edison General Electric Co., 5600 
West Taylor St., Chicago, Ill. Nine features are 7 
combined into one colorful display: (1) con- 
cealed light illuminated background and 
washer; (2) column with concealed illumination; 
(3) three-zone washing action story; (4) chart 
visualizing the economy of only four moving 
parts; (5) kit to tell story of wringer and roll; 
(6) sales literature; (7) slogan tells Hotpoint 
washing story; (8) Hotpoint washer; (9) demon- 
stration equipment. 


AUP IIE RRR 
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are used in the printing 





To Sell More Scales—New display 
carton developed by Hanson Scale 
Co., Chicago, Ill., holds 12 Viking Jr 
scales. The display, 6 in. by 61, 
in., takes up little room and can be 
used on any table or counter. The 
top of the box folds back to form an 
attractive background for the mer 
chandise, with a special panel for 
dealer*to mark retail price. 


Now turn to page 34 
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“New Display Helps”’—Three 
attractive window cards by 
The Hoover Company, North 
Canton, Ohio, that are avail- 
able to Norca and Hoover 
Special dealers. Cards may 
also be used with interior dis 
plays of this merchondise 





MY NATIONAL COOKS 
AND CANS IN MINUTES 







INSTEAD OF HOURS! 






Display Rack for Steel 
Goods—This attractive steel 
goods display rack is avail 
able to dealers carrying 
merchandise of the Geyer 
Manufacturing Co., Rock 


Falls, Ill., at the small 
charge of $3.00. Stands 
are shipped f.o.b. factory. It 
holds 12 tools, is ‘attrac 


tively painted, and occu 
pies approximately 14 x 30 


inches of floor space 












Pressure Cooker Demonstration Material—Na- 
tional Pressure Cooker Co., Eau Claire, Wis., 
has developed a complete kit of material for 
preparing and conducting a successful pressure 
cooker demonstration in the hardware store 
This material is available to dealer customers 
It includes a booklet outlining the step-by-step 
procedure, mats for newspaper advertisements 
and announcements, folders for distribution to 
customers, and showcards and circulars for 
decorating windows and interiors of the store. 
A poster is also supplied which lists selling 
points about the cookers and can be used in 
presenting a talk about the items to customers 


Caulking Gun and Cart- 
ridge Counter Display— 
New counter display de- 
veloped by The Calbar 
Paint & Varnish Co., Phila- 
delphia, Pa., features the 
new Ejector Cartridge 
Caulking gun and Calbar 
Caulk-O-Seal Handy Load 
cartridge. The display is 
ll in. high and 13% in 
wide. Display supplied 
free upon request. 
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A FLASHLIGHT 
FOR EVERY PURSE 
| AND PURPOSE... 


E Ray-O-Vac makes merchandising his- 
[ tory with this new shortcut to multi- 
5 plied flashlight profits. Included are 
lights for every purpose, batteries for 
every use--yet the department takes 
ONLY 15 INCHES on your counter. 2500 FEATURE RAY-O-VAC’S 
dealers all claim it’s ''selling magic.’’ GUARANTEED LEAKPROOF r 


Yon 


And you'll say that it’s the smartest FLASHLIGHT CELLS# = 
we, PR 
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profit builder ever achieved. 


The only battery guaranteed (in writing) 





not to bulge, swell or stick in the flash- 


(HERE'S YOUR BALANCED \ ded inthe bary depart 
FLASHLIGHT STOCK | ert ctcnion rerausinas. 
The entire balanced stock of 18 Ray-O-Vac partment, retail for $7.40, costs 


flashlights in 6 different styles retails for a ee a if fer. 0-v0e wit , 
$12.02; costs you $8.13 (the department ’ : : j a 


Jobber Salesman. jg- j§§ hn | = # gy (foot 





fixture is free). Order by number M-1 from 
your good friend, the Jobber Salesman. 


RAY-O-VAC 
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National Garage Door Sets— 


for every type of Garage Door! 


r supplying the requests of your trade for garage 
door hardware equipment you naturally meet 
a variety of preferences influenced by the varying 
conditions and types of garages to be served. 


Regardless of whether a request is for swinging 
eae eres teas tes or sliding doors or for two-, three- or four-door 
Designed to carry doors around the corner types, you can sell and recommend a complete 
: National set that will amply fill the bill from the 
standpoints of price, quality and performance. 





All of these sets, however, are of uniform high- 
ee quality materials and workmanship throughout 
pe and their operation has been perfected and proved 


sing 205M amd 805% in service so that they are worthy of the name 
iding an wingin arage sets ° . ° 
: “National,” long symbolic of hardware of merit. 





The sets here illustrated are serving thousands 
of garages today, which accounts in part for their 
ever-growing popularity. 


Further information will gladly be sent upon request. 


NATIONAL MANUFACTURING CO. 


STERLING + ILLINOIS 











Nos. 805 and 806 
Sliding and Swinging Garage Sets 








Nos. 812 and 813 Nos. 815 and 816 Nos. 817A and 817B 
Trolley Garage Door Sets Three-Door Trolley Garage Sets Two-Door Trolley Garage Sets 
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Oil Is More Valuable 
Than Gold! 


Hardware dealers let this line 


By SAUNDERS NORVELL 


) ago I asked 


Elbert Hubbard if he wasn’t afraid 
that some day he would run out of 
material for his writings. “No,” said 
Elbert, “not as long as there’s an 
Encyclopaedia Brittanica” ! 

So I adopted his rule, when I 
write of men and things, I first look 
them up in the Encyclopaedia. What 
a world of curious, undreamed of 
facts you will find on almost any 
subject. F 

This article is about retail hard- 
ware merchants getting back the 
package and bulk oil business which 
they let slip out of their hands some 
years ago. 

But before we start let’s try to 
learn something about oi/. When we 
start our studies we are amazed at 
the importance of oil in today’s 
world economy! 

The story of oil goes back to the 
beginning of recorded civilization. 
It starts with the Greeks,—oil was 
one of their important articles of 
commerce. Then the word is found 
in Latin, Teutonic, Scandinavian, 
Saxon, and so down to all languages 
of the present time. 

The original oil seems to have 
been olive oil and it was not only 
used for food but for anointing the 
body and for religious and political 
ceremonies. Kings were anointed 
with oil and priests used holy oil in 
sacraments. In the Bible are count- 
less references to oil down the ages. 

Oil was pressed from plants, seeds 
and flowers. It came from fish and 
animals. From oil were made es- 
sences and rare perfumes. They are 
listed by the hundreds in the ency- 
clopaedia. 
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slip away from them. This story 


tells how they may get it back 


With the arrival of a mechanized 
world, oil as a lubricant and power 
element became of supreme impor- 
tance. No present-day wars of ma- 
chines could be fought without a 
sure and certain supply of oil. 

Everywhere nations have sought 
oil. Diplomacy is backed by oil 
fields. Oil has made war and peace. 
Oil today is more useful than gold. 
We can and do get along without 
gold, but to live in this modern world 
we must have oil. So nations and 
great corporations all over the world 
have battled and schemed for oil and 
it is the basis of some of the world’s 
greatest fortunes. 

All this is just a passing, brief 
background illustrating the impor- 
tance of oil in the economy of the 
world. 


Here’s the Story! 


Now comes a manufacturer and 
wholesaler of oil who tells me the 
sad story of how hardware mer- 
chants, because oil seemed trouble- 
some to handle, let this enormous 
and profitable commodity slip 
through their fingers and fall into 
other hands. Probably it will be 
more effective if I just let my oil 
friend tell his own story in his own 
way. So here it is! 

“T really believe that with the 
cooperation of the hardware maga- 
zines and with the start we now 
have made with wholesale hardware 
houses it will only be a matter of 
time before motor oil again be- 
comes a recognized profitable traffic 
item that can be distributed in 


volume by the retail hardware 


dealer. The retail sale of motor oil 
was started by hardware _ stores 
many years ago, but through their 
own neglect was permitted to drift 
to gasoline service stations and tank 
wagon companies who have made 
a practice of delivering oil direct 
to the farmer. 

“The chain stores such as Sears’, 
Ward’s Gambles’, Western Auto 
Stores, etc., have definitely proved 
that motor oil can be retailed to the 
farmer and to the working man in 
the city. It also can be sold to the 
man who earns from $10.00 to 
$40.00 per week and who must 
economize in every way possible if 
he is to keep up all of his payments 
for automobiles, radios, washing 
machines, homes, etc., and still have 
enough money left to buy the neces- 
sities of life, plus gasoline and oil 
for his car to make the usual week- 
end drive. Of course, the man who 
has $5.00 in his pocket can say that 
he won’t change his own motor oil, 
whereas the man who has only $1.00 
in his pocket, and needs five or six 
quarts for an oil change cannot 
afford to have it changed by some- 
one else and pay from 25 to 35 
cents a quart. 

“Motor oil was being sold in 
volume, sometimes to the extent of 
several carloads per year, by hard- 
ware and implement dealers before 
the drive-in filling stations were 
found on nearly every prominent 
corner in cities and in rural com- 
munities. The major oil companies 
and semi-major oil companies were 
very interested in cooperating with 
a few of the leading hardware 
dealers in the rural towns, and they 
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would even send one of their sales- 
men to go out in the early spring to 
take orders for 30-gallon and 55- 
gallon drums of lubricating oil from 
the farmer to make up what was 
called a “pool car” to be shipped 
usually about 30 days before the be- 
ginning of the spring plowing and 
planting season. These major oil 
companies at that time looked upon 
the hardware dealer as their exclu- 
sive dealer and distributor of their 
branded lines of motor oil. 


Packed in Bulk 


“In those days motor oil was 
packed first in wood barrels, and a 
little later in heavy type steel bar- 
rels which cost the consumer around 
$6.00 each, but could be returned 
to the major oil company through 
the dealer for full credit. Oil was 
not packed in the handy 2 and 5- 
gallon cans, nor were the one and 
5-quart sealed cans even heard of 
at that time. It was customary for 
the farmer to bring in his own con- 
tainer, usually a 5-gallon can, and 
have it filled from the drum in the 
hardware merchant’s warehouse. If 
this farmer had several pieces of 
equipment, such as stationary gaso- 
line engines, a truck, a tractor or 
one or two automobiles, he would 
buy, usually once or twice a year. 
a 30 or 55-gallon steel drum of 
motor oil and take it home to put 
in the machine shed or grainery so 
that ‘he could draw his oil out of 
the drum as he needed it for use in 
his equipment. 

“The old model tractor and auto- 
mobile used a much heavier motor 
oil than the present types and oil 
was changed usually at about 50 to 
60 hours on the tractor and about 
500. miles on the automobile and 
truck. There were no _ oil-saving 
rings in these motors and the oil 
was readily pumped past the plain 
type piston rings into the combus- 
tion chamber, where it was not un- 
common to foul the spark plugs 
with carbon and residue deposited 
on them from the use of this exces- 
sive amount. It was estimated at 
that time that every tractor on a 
120-acre farm or larger would need 
at least a 55-gallon drum of motor 
oil each year. Even though the 
farmer did not use his truck or auto- 
mobile to make long trips, it was 
necessary to do a good deal of 
driving in second gear on the old 
mud, clay and sand roads, thereby 
making it necessary to use even 
more gasoline and oil. 

“I remember a hardware store in 
a village of about 1,500 people hav- 





ing a trading area within a radius 
of 15 miles that for a number of 
years purchased from four to six 
carloads of motor oil each year and 
retailed it to the farmer, with the 
aid of the oil company’s traveling 
salesman. I was particularly inter- 
ested in calling upon this hardware 
store about five years ago and was 
surprised to learn that it no longer 
sold a gallon of motor oil. The 
owner of the store explained to me 
that the major oil company now 
owned and operated its own bulk 
distributing plant in the village and 
sold the same brand of motor oil 
direct to the farmer from its local 
gasoline tricks, which had _ been 
established by this hardware store. 
These trucks were making a regular 
route from farm to farm selling the 
farmer his requirements of gasoline, 
tractor fuel, kerosene and motor oil 
and filling his barrels and cans 
right at the farm. The major oil 
company was getting the same price 
that the hardware company used to 
get 10 years before, which was about 
65 cents to 75 cents per gallon for 
this brand of motor oil in 30-gallon 
drums, and about 5 cents per gal- 
lon more if the farmer bought this 
oil in 5-gallon lots. 


Competition Strong 


“The hardware store owner asked 
me what chance he would have in 
competing with a major oil com- 
pany, inasmuch as it would not sell 
him any longer at dealer’s carload 
prices, and would deliver the oil 
direct to the farmer on its regular 
route which was made at least once 
each week. In addition, he stated 
the major oil company would sell 
the farmer a 30-gallon drum of oil 
right after the first of the year and 
allow him to pay for it in the fall 
after he had harvested his crop. 
This hardware dealer was not very 
enthusiastic on the subject of motor 
oil, even though he had formerly 
sold and made a good profit on 
several cars of it each year. 

“He believed that oil had no fur- 
ther place in the hardware picture. 
He even went so far as to tell me 
that the chain automotive and hard- 
ware store in the next block was 
selling motor oil (a supposedly first 
grade Pennsylvania product with a 
permit and number right on the 
can) for as low as $1.55 for two 
gallons including the price of the 
can and including the 8-cent tax 
which is being assessed by the U. S. 
Government at the rate of 4 cents 
per gallon. 

“The above statement prompted 
me to ask my independent dealer 








friend if this particular chain store 
did any appreciable volume on 
motor oil selling to working men 
earning from $10.00 to $40.00 per 
week. The answer was, ‘“That’s 
where all of my business has gone 
that was not taken from me by the 
major oil company when the latter 
started to distribute direct to the 
farmer.’ I could not help but ask 
him if he had ever considered the 
possibility of putting in a stock of 
high quality motor oil packed in 
containers, similar in size and type 
to those sold by the chain automo- 
tive store in the next block. He told 
me that he did not believe that it 
would be possible to compete with 
this chain store competition. 

“I did not sleep very well that 
night, because in my mind I had 
picked the hardware and implement 
dealer, who had been discarded by 
the major oil companies as a dis- 
tributor of their products. It was 
not comforting to realize that unless 
I could find a way to put this inde- 
pendent dealer in a position to com- 
pete with the chain automotive hard- 
ware store, he would not be any good 
to me as a distributor of motor oil. 
Unless we could get a good volume 
of oil business, as large or larger 
than the volume which was then be- 
ing enjoyed by the chain automo- 
tive hardware store, I did not see 
how it could be possible to com- 
pete. 

“At that time I was marketing an 
oil under our company’s own brand 
name at 35 cents a quart. I had 
available a quantity of semi-finished 
oil, far in excess of the quantity 
that our company could sell at 35 
cents a quart. It is a slow process 
for a small oil company to establish 
a brand name and to fix in the con- 
sumer’s mind the fact that a small 
company could possibly have a pre- 
mium product as good or better than 
any motor oil produced by a billion 
dollar, major cil company; espe- 
cially was this true when the major 
oil companies were spending mil- 
lions of dollars each year in na- 
tional magazine, radio and bill-board 
advertising. 


Solving the Problem 


“It was a lucky day for me and for 
the hardware distributor and hard- 
ware and implement dealer when | 
decided to market our premium, 35- 
cent-a-quart motor oil to the hard- 
ware jobber in straight carload lots, 
allowing the hardware jobber’s 
salesman to sell it to the independent 
hardware and implement dealer out 
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STOP! LOOK! BUY! You've got to stop’ your 
customers and make them look if you want to Close 
a sale. And that’s exactly what these four attractive 
Carborundum displays are designed to do. Almost 
everybody has a household knife or edged ‘tool to 
keep sharp...that’s why everybody will stop, and 
look at these Carborundum Brand Knife Sharpeners, 
Pocket Hones, Sharpening Stones and’ Grinding 
Wheels. And you'll be surprised at the large n&mber 
of “stoppers” who become buyers! Cash in on this 
opportunity. Order your displays carBORUNDUM 
through your distributor. 


CARBGRUNDUM 
COMBINATION STONES 


THE 


THIS ATTRACTIVE Dis- 
PLAY CARTON and 
counter card free with 
half dozen No. 66 Knife 
Sharpeners. Easy-to-sell 
sharpeners have Colored 
handles. Retail price 35¢. 


WITH THIS NO. 149 Dis- 

PLAY, you can sell a 20¢ 

pocket hone to almost a a Se 34 GRINDING WHEELS of 1 4 
anyone who buys or car- selecting sharpening stones from this Stsonst atune <n: tle 
ries a pocket knife! Put No. 10 counter or window display. 9275: a a a 1 ‘lis slay Sell 
it by your cash register 12 combination stones, six mounted sess a x si 0 Drm 
and make more sales all on metal display as shown with sell- a cee oa 
year ‘round. ing prices plainly marked. nee ant lobbor. : 








THE CARBORUNDUM COMPANY -nuiacara FALLS, N.Y. 


* Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company ) 
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of their hardware catalog. In this 
way it added practically no sales 
cost for the jobbers’ salesmen spent 
very little time in getting repeat 
orders after they had once estab- 
lished motor oil in the dealer’s store. 

“We eliminated expensive selling 
methods such as exclusive special 
oil salesmen, most of the credit 
losses taken by oil companies selling 
dealers, and effected savings by em- 
ploying several patented refining 
processes and modern, high speed 
canning and barreling equipment. 
After a period of about 18 months 
had elapsed from the time of my 
first call, I went back to this dealer. 
looked him squarely in the eye and 
said that we were ready, with the 
cooperation of both himself and his 
wholesale hardware supplier to 
compete with the chain automotive 
and hardware store in the next 
block and to get our share of the 
business by selling a quality motor 
oil at competitive prices. 

“I described the display rack that 
our company was furnishing the 
wholesale hardware jobber, and told 
him the jobber would give the dealer 
this display rack free with the pur- 
chase of 12 or more cases on a com- 
bined order of one quart and _ 5- 
quart sealed tamper proof cans or 
the 2-gallon handy square litho- 
graphed can. The 2-gallon can had 
a handle on the top, which made it 
easy for the farmer or working men 
to come in to the store, buy these 
cans of oil and carry them home by 
the handles. This hardware mer- 
chant’s face finally lighted up as he 
said it was the first time since he 
lost the oil business that anyone 
had presented a plan which might 
make it possible for him to gain 
back this volume of business which 
was very profitable and which he 
needed today more than he did 20 
years before.” 


The Importance of Oil 


We see how important oil has be- 
come to the world. The present war 
has emphasized the importance of 
oil, gasoline and lubricating oils. 
We need oil now for fuel, light, 
ships, trains and in the home. 
Along comes the oil-operated Diesel 
engine while more oil is needed for 
war tanks and airplanes. Oil is 
more valuable today than gold. 

Farmers are using thousands of 
tractors in place of horses, and 
tractors are gluttons for oil. Far- 
mers and car owners are buying 
millions of dollars’ worth of oil. 
Modern farms are mechanized. 
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Power machinery is taking the place 
of all kinds of hand work on the 
farm and in the home, and where 
mechanized power of any kind is 
used there must be lubricating oil. 
Then, of course, there is the auto- 
mobile and its unquenchable thirst 
not only for gasoline but also for oil. 

All of us—who have handled any 
kind of machine, from an automobile 
to a sewing machine, know the dif- 
ference in quality of oils. 

The hardware man should stress 
“quality lubricating oil.” Hardware 
stores have the reputation of selling 
“better goods.” Why not cash in on 
this reputation? 


Fundamental Points 


There are two points I have al- 
ways emphasized in my many years 
of hardware experience. Let me 
hammer on them again. They can’t 
be brought to hardware men’s at- 
tention too often. They are funda- 
mental. 

(1) Salability of goods — your 
inventory. What you buy is more 
important than price. Every pawn- 
broker knows this. The loan value 
of anything does not depend on 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


American Hardwate Manufactur- 
ers Association, 8lst semi-annual con- 
vention and the 46th annual convention 
of the National Wholesale Hardware 
Association, Oct. 14-17, 1940, at the 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J. Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers association 
and George F. Fernley, 505 Arch St., 
Philadelphia, Pa., is secretary of the 
wholesale association. 


Hardware Golf Association, an- 
nual tournament, Sept. 19-21, 1940, at 
the Elms Hotel, Excelsior Springs, Mo. 
R. A. Sundvahl, Corbin Screw Corp., 
and Corbin Cabinet Lock Co., 321 W. 
Randolph St., Chicago, Ill., is secre- 
tary-treasurer. 

National Contract Hardware As- 
sociation, convention and exhibit, Sept. 
24-26, 1940, at the Palmer House, Chi- 
cago, Ill. J. Harold Dumbell is ex- 
ecutive sercetary with headquarters at 
Fulton Bldg., Pittsburgh, Pa. 















how valuable or how cheap it is. 
The pawnbroker first sizes up an 
article on its salability. Can he 
get his money out of it? Oil is one 
of the most salable items in the 
world! You can’t be overstocked on 
a good quality of oil. 

(2) I have preached and preached 
that hardware stores should be 
service stores. 

Every hardware store should have 
an “oil department.” It should 
handle oils for every use and main- 
tain an oil service! Almost every- 
thing in a hardware store needs oil. 
Isn’t it a joke when a hardware 
store does not carry it? 

Now, contrary to my usual cus- 
tom, I am going to give you the 
name of this oil man whom I have 
quoted so freely. He is Howard 
Hornibrook, president of Apex Oil 
Corporation, Minneapolis, Minn. 

I know my friends among all the 
other oil men will want to know why 
I am giving him this write up. The 
answer is simple. I don’t play favo- 
rites. He is the only oil man who 
ever told us the oil story and I feel 
in the interest of the hardware 
wholesalers and retailers the story 
is worth re-telling in my article. 





National Retail Hardware Asso- 
ciation, 41st annual Congress, July 15 
to 18, 1940, at the Hotel New Yorker, 
New York, N. Y. Rivers Peterson is 
managing director of the association 
with headquarters at 915-935 Security 
Trust Bldg., Indianapolis, Ind. 


National Washer-Ironer Week, 
Oct. 19-26, 1940, sponsored by the 
American Washer and Ironer Mfrs. 
Association, Chicago, Ill. 


National Wholesale Hardware As- 
sociation, 46th annual convention and 
the 8lst semi-annual convention of the 
American Hardware Manufacturers As- 
sociation, Oct. 14-17, 1940, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George F. Fernley, 505 Arch St., 
Philadelphia, Pa., is secretary of the 
wholesale association and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association. 
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A. Universal Walk Gate 
with woven or welded 
filler a popular low- 
priced gate. 


B. Scroll Top Walk Gate 
with welded or woven 
filler—-strong and good- 
looking. 


a Scroll Top Walk Gate 
with Chain Link filler 
a sturdy gate that’s made 
for long life. 
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Single Drive Gate with woven or welded filler 
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Double Drive Scroll Top Gate with woven or welded filler 
an attractive, popular gate. 
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Type “A’’ Farm Gate 


bottom for control of small animals. 








a firmly braced 





woven wire fabric with smaller spaces at 











Double Drive Gate with Chain ‘Link mesh--a high quality gate 


widely used for many residences. 
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Tilting Drive Gate 








can be tilted at one end 23 to 36 inches, or the 
entire gate may be raised 6 inches for assured clearance. Fitted 
with woven wire mesh with small spaces at the bottom. 





GATES ARE 
MONEY 
MAKERS... 


AND THEY HELP 
ME SELL FENCE! 
























“CNOMETIMES I wonder why so many dealers pass up 

S profit possibilities by not pushing the sale of gates. 
You can almost always sell a gate or two with an order for 
fence. And frequently a customer who buys gates to go with 
a hedge or ordinary fence comes back later for a good quan- 
tity of lawn fence. 

“There’s good profit in Cyclone Gates and they’re easy to 
sell. Customers like the attractive designs and appearance. 
And when you say the gate is Cyclone that name usually 
clinches the sale.” 

Take a tip from this dealer and 
push the sale of gates..There’s a 
big market in every community. 
Cyclone has such a complete line 
of gates you can be sure of satisfy- 
ing every customer. Notice the 
gates illustrated on this page. Ask 
your jobber, or write us, for prices 
and full information. 








CYCLONE FENCE COMPANY 
General Offices: Waukegan, Ill. 
Branches in Principal Cities 
Standard Fence Company, Oakland, Calif., Pacific Coast Division 
United States Steel Export Company, New York 
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HENRY CLAY APPOINTED SALES 
MANAGER FOR BROWN-CAMP HDWE. 


Henry Clay has joined the 
Brown-Camp Hdwe. Co., Des 


all sales and Tru Test merchan- 
dise sales and merchandising, as- 
sisted by Jack McNerney. Mr. 
McNerney has active charge of 
Tru Test at the 
company at the present time. 


Brown-Camp 


Mr. Clay was associated with 
Hdwe. Co., St. 


Louis, Mo., until its absorption 


the Simmons 


| by the Shapleigh Hdwe. Co. of 
i that city. 

Mr. Clay first started with Sim- 
mons as a salesman out of Chi- 
cago, then as sales manager of the 

| Chicago branch and as general 
manager of the Chicago district. 
In 1929 he was transferred to St. 
Louis where he was sales manager 
of the north and west states until 
the time of the Shapleigh-Sim- 
mons deal. For the last two years 





HENRY CLAY 


| he has spent most of his time 
Moines, Iowa, as sales manager | doing special work in Iowa on 


and in that capacity will direct | key accounts. 


the appointment of several new 


SALES TRAINING DIRECTOR 
FOR BENDIX HOME APPLS. 


territorial representatives as fol- 


J. 5. Sayre, vice-president in lows: 
charge of sales of Bendix Home Kent-Ervin§ Engineering Co.. 
Appliances, South Bend, Ind.,| Minneapolis, Minn., to cover 
announces the addition to the | Minneapolis, North and South 


home office staff of Jack Frohlich, 
to direct its sales training pro- 
gram. Mr. Frohlich 
Bendix after long association as 
regional manager for Norge. 


Dakota; J. T. McKinney, Los 
Angeles, Calif., to cover southern 
Smith - Booth - Usher 
Angeles, Calif., to 





comes to} California: 


au Los 


TILLEY TRANSFERRED TO TRU TEST 


G-E RADIO & TELEVISION 
PF. A, 


than a year has been manager of 
distribution services for the Gen- 
eral Electric appliance and mer- 
chandising department, Bridge- 
port, Conn., has been appointed 
assistant manager of the com- 
pany’s radio and television de- 
partment. In the absence of Dr. 
W. R. G. Baker, manager, he will 
be in charge of all the depart- 
ment’s activities. 





Tilley, who for more 





NEW DISTRIBUTORS FOR 
ROOTS-CONNERSVILLE 


J. B. Trotman, manager of the | 
turbine pump division of the | 
Roots-Connersville Blower Corp., | 


Connersville, Ind., has announced | 


merchandise. Keynote of the 
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continue as representative for | 
all other products; P. J.| 
O'Meara Co., San Francisco, | 
Calif., to cover northern Califor- 
nia and most of Nevada, E. A. | 
McCullum remaining charge of | 
the company’s San Francisco | 
branch office; L. S. Pawkett & | 
Co., San Antonio, Tex., to cover 
south central Texas; Power Ma- 
chinery Co., Tulsa, Okla. to 
| cover the entire state of Okla- | 
homa, and H. K. Wilson, St. 
Petersburg, Fla., to be in charge 
of that state. 





HAMBLETON CROSLEY 
FOREIGN DIVISION HEAD 





SAM OLSHIN 


Roscoe L. Hambleton has been | 
appointed manager of the foreign | 
division of The Crosley Corp.,| OLSHIN EASTERN MANAGER 
| FOR SUNSHINE CHEMICAL 
Olshin of Philadelphia. 
Pa., has been appointed eastern 
district manager for the John 
| Sunshine Chemical Co.  Inc.. 
| Chicago, Il. 


Cincinnati, Ohio. He was for- 
merly associated with the over- Sam 
seas division of General Motors. 

| 

} 

} 

| 

| 





NEW ZONE MANAGERS 
FOR SKILSAW 
new zone managers have | 
been appointed for Skilsaw, Inc., | REPRESENT SEYMOUR PROD. 
Chicago, Ill.: Marshall Huseby,| IN EASTERN TERRITORY 
who has been the Los Angeles 2 
branch manager is now the west- Ralph Gretsch , 
ern zone manager; J. T. Carlsen Hughes, manufacturers’ sales rep- 
former Philadelphia manager, rere. 1133 sete chor 
| has been made eastern zone man- | York City, have been — 
ager, and A. C. Pagenstecher, | eastern sales representatives for 
who has been in charge of the | Seymour Products Co., Chicago. 
Chicago industrial territory for | Ill, manufacturer of venetian 
blind cleaners, fabric 


| the past five years, has been 
made the central zone manager. | floor wax, furniture polish, etc. 


Thre - 


and Sam 


cleaner. 





DISTRIBUTORS DISCUSS 1941 PLANS 


“fs 
z 






Pictured here are Tru Test distributors, salesmen and buyers in session at their third 
annual distributors’ convention, May 21-22, in the Merchandise Mart, Chicago, headquarters of 
the True Test Marketing & Merchandising Corp. 
revealing the 1941 Tru Test merchandising plans for the dealer. Complete and effective Tru 
Test merchandise displays were arranged so that the distributor could inspect Tru Test branded 


The convention was for the purpose of 


entire meeting was that the chains had nabbed the profitable 


hardware business, and the independent dealer is losing more major lines every year. 
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FRANCK HEADS SAFE PADLOCK & HDWE. 
WIKER RETIRES FROM COMPANY 


Douglas W. Franck has been 
general 
manager of The Safe Padlock 


elected president and 





DOUGLAS W. FRANCK 


and Hardware Co., Lancaster, 


Pa., and Fred A. Wiker has an- | 


nounced his retirement from ac- 


live affiliation with the company. 


Mr. Franck and Mr. Wiker 
purchased the plant, business and 
assets of the Safe Padlock and 
Hardware Co. in 1933, at which 
time the firm was reorganized 
but continued under the same 
name. Then Mr. Wiker became 
president and treasurer and Mr. 
Franck, vice-president and secre- 
tary. 

Mr. Wiker has served approxi- 
mately 40 years in the hardware 
industry and previous to his con- 
nection with the Safe company 
had been associated with a retail 





FRED A. WIKER 





| Chrysler Corporation, has an- 


| been selected president of Air- 


| Dayton, Ohio. Mr. Russell takes 
| over the duties of Col. A. C. 


and wholesale hardware business 
in central Pennsylvania for 36 
years, for a number of years as | 


vice-president and director. 

Mr. Franck had previously 
| been plant superintendent of a 
| hardware manufacturing _ plant 
for a number of years. 

The Safe Padlock and Hard- 
ware Co. this year celebrates its 
| 91st anniversary of the manufac- 
| ture of items of builders’ hard 
ware, cabinet hardware, screen 
and screen door hardware, pad 
locks and night latches. 


TWO NEW OFFICIALS FOR 
JOHNS-MANVILLE SALES 


L. M. Cassidy and L. C. Hart 
have been elected vice-presidents 
of the Johns-Manville Sales Corp., 
New York City. Mr. Cassidy also 
was appointed general manager 
of the building materials depart- 
ment of the company and a mem- 
ber of the officers’ board. Besides 
his new duties, Mr. Hart will 
continue as general sales manager 
of the building materials depart- 
ment. 


HEADS FARNSWORTH 
DIVISION SALES 


E. J. Hendrickson has been 
appointed sales manager of the 
Farnsworth division, it has been 
announced by Pierre Boucheron, 
general sales manager of the 
Farnsworth Television & Radio 
Corp., Fort Wayne, Ind. [. C. 
Hunter, who has headed the 
Capekart sales staff for many 
years, continues as sales manager 
of that division. 


D. W. RUSSELL NAMED 
AIRTEMP PRESIDENT 
K. T. Keller, 


president of 
nounced that D. W. Russell has 
temp, the company’s air condi- 


tioning and heating division in 


Downey, who is taking an ex- 
tended leave of absence due to 


ill health. 








Mr. Russell came to Chrysler 


Corporation in 1931, bringing 
with him 18 years of experience 


} 

| 

| 

} 

|. . . . 

| in .engineering, mechanical and | 
| 


sales fields. Since that time he 





D. W. RUSSELL 


has done technical and sales 


work in the company’s Fargo | 


division, of which he was made 
a vice-president in 1932. 


IRVING OLDS IS NOW 

U. S. STEEL CHAIRMAN 

Irvings Sand Olds has become 
chairman of the U. S. Steel Corp.. 


| Cleveland, Ohio, succeeding E. 
| R. Stetinius, Jr. Mr. Olds, a 


New York attorney, was at one 
time secretary to Mr. Justice 
Holmes of the United States Su- 
preme Court. 


RALPH ALLEN HEADS 
RED CROSS DRIVE UNIT 


Ralph S. Allen, Diamond Ex- 
pansion Bolt Co., 48 W. Broad- 
way, New York City, has been 
appointed chairman of the Hard 
ware Division, New York Chap- 
ter, American Red Cross, for its 
emergency drive, having as_ its 
goal the raising of $4,000,000 
in Manhattan and Bronx Bor- 


| oughs. Mr. Allen, who is secre- 


tary of both the Hardware 
Square Club and the Brooklyn 
Hardware Association, says that 
checks can be mailed him and 
that they should be made pay- 
able to the American Red Cross. 


BARKLEY HEADS C. M. McCLUNG & CO. 
LOWE NAMED BOARD CHAIRMAN 


FE. Edward Barkley was recent 
ly elected president of C. M. Me 
Clung & Co., wholesale hardware 
firm of Knoxville, Tenn., to suc 
ceed the late Walter Bonham. 
Frank E. Lowe was named chair- 
man of the board of directors. 
This latter post had been vacant 
for a number of years. 

Other officers named are: Bruce 
Keener, Jr., reelected vice-presi- 
dent; W. C. Ross, secretary and 
treasurer, the post formerly held 
by Mr. Barkley; C. A. Burks, as- 


sistant 


Walker, assistant treasurer. Di- | 
rectors are Edward J. Gay of 


New Orleans, and Messrs. Keen- 
er, Lowe, Ross and Barkley. Mr. 
Lowe has been connected with 


the wholesale hardware business | 


in Knoxville for many years. 
Mr. Barkley, the new president 


of the McClung Co., has been as- | 


sociated with the firm for 25 
years. He started as a_book- 
keeper, was promoted to the 
credit department and later was 
made assistant treasurer. He re- 


secretary and B. E. | 


mained at that post until 1929 


| 
| when he was made secretary and 
| treasurer. 


He has been president and sec- 


retary of the Knoxville Credit 


Men’s Association, the wholesale 


| organization, and for three years 
was a director of the National 


Association of Credit Men. 





F. EDWARD BARKLEY 














DISTRIBUTORS VIEW HEATER LINE 





Shown above is the annual “Evanoil” sales meeting conducted by Janney-Semple-Hill & Co., 


Vinneapolis, Minn., distributor of the “Evanoil” and “Evanair” space heaters. 


J. O. Wilson, 


assistant sales manager of the Evanair Division of the Evans Products Co., Detroit, presented 
the new 1940 models and explained the advertising and sales promotion program. 


CRESCENT TOOL PLANT 
CLOSED FOR VACATIONS 


On Friday, June 28. the factory 
of the Crescent Tool Co., James 
town, N. Y., closes for the annual 


vacation period and will remain 


closed until Monday. July 8. The | 
company suggests that its cus 
tomers anticipate their require 


ments for that period. 


FAN MANUFACTURERS’ 

FIELD REPRESENTATIVES 

The F. A. Smith Mfg. Co. of 
Rochester, N. Y., manufacturers 
of “Arctic Aire” 


the following new represent itives 


fans welcomes 


to their organization: 
Ed T. Locke, Cincinnati, Ohio, 


as a representative for “Arctic 
Aire” fans for southern Ohio 
and Kentucky. Mr. Locke has 





| 
| any 


had years of experience in the 


fan industry and until recently 
he has been with the Victor Fan 
Co. in the capacity of sales man- 
ager. 


B. J. 


representative for 


Clark, Kansas City, Mo., 
“Arctic 
fans for northern Missouri 


as a 
Aire” 


| moved its 


| Elizabeth, N. J., 


and the states of Towa, Kansas, 


Nebraska. Mr. Clark needs 


no introduction to the hardware 


and 


trade of this territory for he has 
been traveling this territory for 


years. 


Jack Roberts, Cleveland, Ohio, | 


| as national promotional manager | 


Aire” ventilators. 
Mr. Roberts 
served in the same capacity with 
the Victor Fan Co. 
known 


for “Arctic 

Until recently has 
and is very 
well throughout 
United State among the ventila- 
tor trade. 


ELECTRICAL APPLIANCE 


the | 


ELASTIC STOP NUT 
MOVES TO NEW PLANT 


Nut 


general 


ha- 
from 


Elastic Stop Corp. 
offices 
to its new plant 
at 2332 Vauxhall Road, Union, 
N. J.. a suburb of Newark. The 
transfer of manufacturing equip- 
ment. which has been in 
ress for several weeks, has been 
completed. 

The plant 
exclusively for the 
of “Elastic Stop 
has 


new will be used 


manufacture 
Self-locking” 
been 


nuts and 


assure smooth flow of production. | 
A feature of interest is the fact | 


that all of the steel construction 


is fastened with bolts and “Elas- 


tic Stop” nuts, instead of rivets. 


It is announced also that this | 
corporation’s Houston, Texas, of- | 


fice has been moved to The Mer 
chants and Manufacturers Bldg. 


DEALERS AT “NITE-OFF” 





prog: | 


planned to | 


125 ENJOY GOLF PARTY 
OF CENTRAL STATES CLUB 


The Central States Hardware 
Club, Chicago, IIL, held its sec- 
| ond annual golf party, Friday, 
| June 14, at the Olympia Fields 
| Country Club in Chicago. The 
program consisted of a day of 
golf and entertainment for the 
125 members and guests present 
| at the party with 73 entering the 
golf tournament. At the luncheon 
and dinner, W. H. Fitch, Rich- 
ards & Wilcox Mfg. Co., led com- 
munity singing. 

Golf prizes were awarded as 
follows: first place for low net 
to member, W. H. Vestal, manu- 
facturers’ agent; first place for 
low net to guest, Gordon Robin- 
| son, Furniture Mart; runner-up 
| for low net to member, Henry 
A. Squibbs. American Steel & 
Wire Co.; special prize for high 
score to member, P. R. Rizer, 
Norton Door Closer Co. 

Prize winners in the 
Bogey” were, members: Wilbur 
Higgins, The Starline Co.: 
George Fishleigh, The Yale & 
Towne Mfg. Co.; C. A. Wuchter. 
J. Wiss & Sons Co.; R. A. Sund- 
vahl, Corbin Screw Corp.; G. A. 
Allen, G. A. Allen Co.; J. J. 
McHugh, The Stanley Works; K. 
C. Warner, Harpware Ace; Matt 
Spoerer, The Yale & Towne Mfg. 





“Blind 





Co., and John McCue, Russell 
& Erwin Mfg. Co.: guests, R. E. 
Kramer, H. Channon Co., and 
Geo. J Macklin. Sager Lock 
Works. 

The committee in charge of 


| the party consisted of George H. 
Beaudin, J. Wiss & Sons Co.: 
A. J. Eggleston, Richards & Wil- 
cox Mfg. Co.; F. J. Koch, Me- 
Kinney Mfg. Co.; Ben Leve, The 
Carborundum Co., and J. D. Me- 
| Cue, Russell & Erwin Mfg. Co. 





Vore than 400 members and guests of the Electrical Appliance Dealers Association of Brooklyn attended the dinner dance and 


entertainment which featured the associations eighth annual “Nite-Off” party. 
Hotel St. George in Brooklyn, N. Y., the evening of May 22, 1940. 
President George W. Magno with a plaque in recognition of his splendid service to the organization. 
entertainment committee, supplied a program of entertainment and dinner dancing for the evening. 


14 





The event was held in the grand ballroom of the 
Sol S. Scholder, president of the association, presented Past 


Sam Klein, chairman, 
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Research and invention mean 


more jobs and new demands for | 


products of industry, Ralph 
Kelly, vice-president in charge 





RALPH KELLY 


of sales, Westinghouse Electric 
& Mfg. Co., Mansfield, Ohio, re- 
cently told the Edison Electric 
Institute convention at Atlantic 
City, N. J. The speaker said 
that while the products of in- 
ventive genius save labor they 
actually create more jobs. “Sel- 


NEW SECRETARY FOR THE 


PACIFIC NORTHWEST ASSN. | 


James B. Channing, Spokane, | 


Wash., was elected secretary of 
the Pacific Northwest Hardware 
& Implement Association at a re- 
cent meeting of the board of di- 
rectors. Headquarters have been 
established at 318 Hutton Build- 
ing. He is also secretary of the 
Merchants Plumbing and Heating 
Association at Spokane. 

Mr. Channing succeeds Orno 
Dale Strong, who is publisher of 
New West Trade, a Spokane com- 
mercial newspaper. Mr. Strong 
has been official reporter of all 


36 annual conventions of the as- | 
sociation, which embraces east- | 


ern Washington, the Idaho pan- 


handle, and Montana west of the | 


Rocky Mountains. 


BRADLEY IN FIELD SALES 
WORK FOR HORTON MFG. 


Verne F. Hannon, sales man- 
ager of Horton Mfg. Co., Fort 
Wayne, Ind., has announced that 
it has become advisable to re- 


duce salesmen’s territories to per- | 


mit each man to cover a grow- 
ing list of dealers. In line with 
this policy, Horton has appointed 
William H. Bradley to be district 





1940 


Invention Makes More Jobs, Says 
WV 





estinghouse Sales Head 


dom does a new product spell 
|doom to its predecessors,” he 
declared. “It simply creates a 
new demand or enlarges an old 
one.” 


ican way of work “our problem 


is to give the public the best | 


electrical service the world af- 
fords, and never to be satisfied 


|that it cannot be improved,” the | 
| sales executive disclosed that 10 | 


| per cent of his company’s invest- 


ment in plant facilities consists | 
of laboratories, test equipment | 
land service facilities devoted al- | 
most entirely to the advance and | 


| improvement of the electrical art 
| “The keystone of our research 
| down through the years,” he con- 
| tinued, “has been to accomplish 
|ends which were practical; for 
|example, to produce lower loss 
|steel for transformers, higher 
capacity circuit interrupting de- 
vices, more efficient lamps or 


always to accomplish these ob- 
jectives by thorough methods. Our 
research has been a_ tedious 


ered to do something, we have 
probably discovered one hundred 





ways not to do it.” 


‘manager in the northwestern 
| 


| trict covered by Edward Fitz- 


}simmons, but in the future Mr. | 


his time to northeastern Ohio. 
Mr. Bradley is well-known in 
the home laundry equipment field 
both for his selling experience 
| and as a designing engineer. For 
|the past several months, he has 
been spending his time with the 
research and engineering depart- 
ments at the Horton factory. 








WILLIAM H. BRADLEY 


Asserting that under the Amer- | 


more enduring insulation — but | 


painstaking route to progress. | 
For every way we have discov- | 


Ohio territory. This territory | 
was formerly a part of the dis- | 


Fitzsimmons will devote all of | 


1. First to be wrapped and SEALED in Cellophane. 
2. Perfect Adhesiveness and Tensile Strength. 
3. Strong Distinctive Green Core. 

4. Colorful Attractive Boxes. 
5 


. A Company in the Insulation Business 
Since 1878. 


Sold Exclusively 
Through Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 


Division of the Okonite Co. 
Works: Wilkes-Barre, Pennsylvania 


New York Chicago Philadeiphio Atianta Pittsburgh 
Daltos Washington Buffalo Boston Detroit Los Angeles 
Cleveland St. Louis Seattle San Francisco 













A FEATURE 
THAT WILL 
SELL ITSELF 


e Hand your customer this 
Setfast”’ Expansive Bit. 
adjust the cutter by a qu 
motion of the thumb, ita 
how @ quarter turn of the eccentri 
= roan —, ns op presses weer) 
utter, locking j i 
really stays locked. y wligdersode sag To 
—_ open throat, an isamantens 
, a bo — permits free 
° c . . . : 
considerably easier on ae 
expansive bits. rane 
And that’s all there is to i 
customers will be quick to es Mae 4 
vantages of this Greenlee expansive bit 
and you'll have little selling to do Wh 
pet today for Catalog 31, and ae 
= = e information about the entire 
eenlee line of tools for the Wood 
worker, Electrician and Plumber And 
mention your jobber when writing 


Greenlee 
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GREENLEE TOOL CO. 
1715 Columbia Ave., Rockford, Ill. 


TOOLS THAT STAY Sald! 


THOMAS TO REPRESENT 
BLACKSTONE CORP. 


C. W. Thomas, Jr., has been | 


appointed factory representative 





| town, N. Y., in the territory 





Cc. W. THOMAS 


| consisting of New Jersey, Dela- 
ware, Maryland, and the Dis- 
trict of Columbia. Mr. Thomas 
was formerly in charge of major 
appliance merchandising for 
Strawbridge and Clothier, one 
of Philadelphia’s leading depart- 
|; ment stores. 


Backing special study in mer- 
chandising problems at the Uni- 
versity of Pennsylvania with nine 
years of practical experience with 
Strawbridge and Clothier, Mr. 
Thomas has gained a knowledge 
of the advertising, merchandising 
| and retail sales of major house- 
hold appliances. Blackstone Cor- 
poration feels he is particularly 
| well qualified to aid dealers in 
| handling the new Blackstone 
| “Perfected Automatic,” and the 
Blackstone line of wringer and 
spih-dry washers and ironers, and 
| to assist them in getting the 
| maximum benefit from Black- 
| stone’s new program of consis- 
| tent national advertising. 


| CORRECTION FOR SYNCRO 
| DEVICES ADVERTISEMENT 


In a half-page advertisement 
for Syncro Devices, Inc., 743 
Beaubien, Detroit, Mich., appear- 
ing in the May 30 issue of 
Harpware Ace, the dimension 


ture motor, advertised, was in- 
correctly stated. The stroke was 
given as 1/16 in. It should have 
read 9/16 in. 

ee 

TOOL MOVIES SHOWN 
TO NEW YORK ASSN. 
Sound motion pictures of tools 


in the making were shown by 


P. W. Seelye and Ken Freedell 





for the Blackstone Corp., James- | 





of the Stanley Rule & Level Co., 
New Britain, Conn., at the June 
monthly dinner-meeting of the 
Central New York Retail Hard- 
ware Association. Forty-one deal- 
ers attended the meeting. Ar- 
rangements were also completed 


| for an August outing at the 


Oneida Lake camp of C. H. 


| Flanigan, dealer of Minoa, New 


York. 


NUTMEGGERS PLAY GOLF 
AT INDIAN HILL CLUB 


The Nutmeggers held their 


| June 12 meeting at the Indian 


Hill Country Club, Maple Hill 


| section of New Britain, Conn., a 
| number of members and guests 
playing golf and cards in the 


| afternoon. The 


lowest gross 
score was that of J. C. Alberts. 
whose card was 90. Other low 


| gross scores were: J. D. Morton, 


for the stroke of the B30, minia- | 








Edw. K. Tryon Co., Philadelphia, 
Pa., wholesale hardware distribu- 
tors, 91; H. C. Tilley, Jr., Re- 
public Steel Corp., 92; . 
Trieber, Clark Bros. Bolt Co., 
93: H. E. Thayer, Mill Supplies, 
New York City, 93, and John 
Jepson, West Hartford, Conn., 96. 
Winners in the kicker’s handi- 
cap were Messrs. Thayer, Mor- 
ton and G. W. Graham, The 
Collins Co., Collinsville, Conn., 
all net of 73. 

A banquet, that evening, at- 
tended by more than 40 members 
and guests, was presided over by 
Roland H. Osgood, The Patter- 
son-Sargent Co., president of The 
Nutmeggers. Others at the guest 
table were: Earle J. Hopwood, 
Olds & Whipple, Inc., secretary, 
The Nutmeggers; F. S. Osgood. 
Jr., Hardware Retailer; Charles 
F. Freeman, Bradford, Conn., 
and J. L. Palmer, Wallingford, 
Conn., respectively secretary and 
president, Connecticut Hardware 
Association; Mr. Graham, second 
vice-president, The Nutmeggers; 
Kenneth A. Heale, Harpwarr 
Acr, and H. J. Strugnell, Rem- 
ington Arms Co., Inc., represent- 
ing the Hardware Boosters. 4 
talk and demonstration of wrest 
ling holds, etc., was given by 
B. L. Shurtleff, instructor in 
English, East Providence High 
School, Providence, R. I., who 
told of his experiences as a pro- 
fessional and as an amateur 
wrestler. 

Arrangments for the golf party 
were in charge of a committee 
headed by Fred R. Walker, 
Walker, Harris Co., New Britain, 
Conn. Other committee members 
are: Ernest L. Bolduc, Jr., Wick- 
wire Spencer Steel Co.; C. F. 
O’Brien, Bethlehem Steel Co.; 
Raymond L. Rose, Benj. Moore 
& Co., and R. C. Joyce, Amer- 
ican Steel & Wire Co. 
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NEW DISTRIBUTORS 
APPOINTED BY AIRTEMP 


Appointment of new distribu- | 
tors for Airtemp air conditioning | 
equipment has been announced 
by B. S. Williams, sales manager 
of cooling for the Airtemp Divi- 
sion of Chrysler Corp., Dayton, 
Ohio. 

The new firms added to the 
\irtemp list are Automatic Sales 
Corporation, 325 M. & M. Bldg., 
Houston, for 20 counties in 
Texas; Porter Burgess Company, 
815 North Pearl Street, Dallas, 
for a different section of Texas, 
and Renier Radio & Television 
Company, 531 Main St., Du- 
Iowa, for counties in 
lowa, Wisconsin and _ Illinois; 
J. A. Duchemin, 720 Main St., 


buque, 


| nace & Roofing Co., 3701 Wood- 


western Ohio, and Olmstead Fur- | 





land Ave., Kansas City, Mo., to 
cover eastern Kansas. | 
| 


PRIME CONTROLLERS HAVE | 
UNDERWRITERS’ APPROVAL | 


The Prime Mfg. Co., Milwau- | 
kee, Wis., has announced that 
the “Prime” electric fence con- | 
trollers for high-line operation 
have been approved for safety by 
the Underwriters’ Laboratories. 
It was also announced that com- 
pany would feature this approval 
in its advertising to farmers, in- | 
cluding the radio advertising 
schedule now being used. A new 
catalog describing the “Prime” 
line of high-line and battery-oper- | 





Cincinnati, Ohio, to cover south- 





ELECT NEW 


At the annual stockholders’ 
meeting of Hardware Wholesal- 





W. T. McNERNEY 


PAST AND PRESENT DIRECTORS 





Seated left to right: R. R. Reh 


| ated controllers is available. 


BOARD OF DIRECTORS 


| ers, Incorporated, held in the 
Merchandise Mart, Chicago, IIl., 
May 21, a new board of directors 

| was elected. 
The new board of directors 
are W. T. McNerney, Brown- 
Camp Hardware Co., Des Moines, 
| lowa, president of the board; 
Leo May, May Hardware Co., 
| Washington, D. C., vice-presi- 
| dent; R. R. Rehm, Rehm Hard- 
ware Co., Chicago, IIl., secretary- 
treasurer; W. M. Parrish, Keith 
Simmons Co., Inc., Nashville, 
Tenn.; W. N. Dixson, Sr., Brown- 
Rogers-Dixson Co., Winston- 
Salem, N. C.; George Anderson, 
American Wholesale Hardware 
Co., Long Beach, Calif.; and C. | 
L. Schwartz, Lee Hardware Co.. 


Salina, Kan. 





m, Rehm Hardware Co., Chicago, 
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“3 BUTTS TO A DOOR” 
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lll.; Leo May, May Hardware Co., Washington, D. C.; R. H. 
Russell, J. Russell & Company, Holyoke, Mass. 

Standing, left to right: H. H. Kimball, Barker, Rose & Kim- | 
ball, Inc., Elmira, N. Y.; W. H. Terstegge, Stratton & Terstegge 
Company, Louisville, Ky.; W. N. Dixson, Sr. Brown-Rogers- | 
Dixson Co., Winston-Salem, N. C.; W. M. Parrish, Keith Sim- 
mons Co., Inc., Nashville, Tenn.; George Anderson, American | 
Wholesale Hardware Co., Long Beach, Calif.; C. L. Schwartz, 
Lee Hardware Co., Salina, Kan., W. T. McNerney, Brown-Camp | 
Hardware Company, Des Moines, lowa, president of the board, 


GRIF Company 





NEW YORK: 45 Warren St. 
CHICAGO: (62 N. Clinton St. 





ERIE, PENNSYLVANIA 





AGENTS 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 








was forced by illness to be absent from the meeting. 
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Thats why it's 
easy To Sell 


Deline 


SPECIAL 
HEAT-RESISTING 
HANDLES 


6" TO 12 


is DIAMETERS 


\ 


Pi EXTRA HEAVY 


SILVER FINISH 
COLD ROLLED STEEL 


The women of America buy De Luxe 
Fry Pans in such enormous quanti- 
ties because they know that here’s a 
cuvality product that lasts for years. 
De Luxe Fry Pans, seamless and 
one-piece, should last for years, be- 
cause they're stamped out of extra- 
heavy silver finish, cold rolled steel. 
Yet they can be sold at a low price, 
and still pay you a nice profit. Ask 
your Jobber’s Representative. 


SCHLUETER MFG. CO., ST. LOUIS, MO. 





Schlueter Mfg. Co. 
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MADE TO LAST! 







tail hardware firm of Brighton, | 











OBITUARIES 





at the end of the day. Mr. Ad- 
kins, in addition to being a stock- 
° : al . . ie lardware 
| of the McGraw Electric Co., El- holder of Piedmont Hare a 
Ds ; Co., had a variety of interests, 
| gin. Ill., passed away June 11. |. ¥ 
| including valuable farm lands. 
| He was a member of Mount 
| Vernon Methodist Church and of 
Roman Eagle Lodge of Masons. 
He is survived by his wife and 


ARTHUR J. COLE 


Arthur J. Cole, vice-president 


eight children. 


M. H. BEEKMAN 


M. H. Beekman, 53, manager 
| of the kitchen sanitation division 
of the Edison General Electric 
| Appliance Co., Chicago, IIL. 
passed away suddenly June 11. 
| He succumbed to a heart attack 
in his hotel room in Cincinnati, 
Ohio, where he was attending a 
| convention. 
| Following his graduation from 
Rutgers University, in 1909, he 
| joined the Crocker-Wheeler Mfg. 
| Co. Ampere, N. J., and later 
went with the Hall Switch and 
Signal Co. of New York. In 1921 
Mr. Beekman joined the Hot- 
point organization as assistant to 
the Chicago district manager, 
| later becoming manager of the 
service department and then man- 
ager of the appliance division. 
When the Hotpoint company 
turned its full attention to the 
manufacture and sales of major 
home appliances, Mr. Beekman 
became manager of the com- 





A. J. COLE 


| Mr. Cole, who was 57 years old. 
had suffered a heart attack. 

Mr. Cole had been associated 
with the McGraw organization 
for 25 years and since 1932 had 
been in charge of the company’s 
Pacific Coast sales until his elec- 
tion to a vice-presidency in March 
| of this year. He had previously 
| served the company as vice-pres- 
| ident from 1915 until his move 
| to the West Coast in 1932 to 
| take charge of sales there. Mr. 
Cole was also a past president | 
| of the Westinghouse Agents Job- | 
| hers Association. 


| 
| 
| 
| 
| 
| 





GEORGE F. BUNKER 


George F. Bunker, 84, presi- | 
dent of T. F. Bunker & Sons, re- | 


Mass., passed away recently, Mr. 
Bunker had been in business in | 
Brighton for 50 years. He was a | 
trustee of the Brighton Five | 
Cents Saving Bank and a mem. | 
ber of several fraternal organiza- 
tions. He leaves a son, Morton 
E. Bunker, treasurer of the hard- 
ware firm, and a daughter. 





M. H. BEEKMAN 


WILLIAM THOMAS ADKINS | a a , = 
| pany’s New York district. Later 


William Thomas Adkins, 63. he became manager of the Phila- 
secretary for the past 35 years of delphia district, where he served 
the Piedmont Hardware Co., | until 1937 when he returned to 
Danville. Va. died June 14. | assume charge as manager of the 
Death came suddenly, resulting | kitchen sanitation division. 
from a heart attack, just as he | His widow, and two sons sur- 
was preparing to leave his office | vive. 
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N. Y. Housewares Manufacturers Plan ™ 
Big Atlantic City Show, July 7-12 ee 
The Atlantic City Auditorium,| a. m., continuing until 6 p. m. e 
Atlantic City, N. J., will be the| The same hours will be observed, 
scene of the 9th annual New | excepting Wednesday, July 10, 


York Housewares Show, July! when the exhibit will close at 

7-12, inclusive, sponsored by the|5 p. m. Exhibits will close a 6 J 

New York Housewares Manufac-| p. m., Friday, July 12. A dinner- they he 

turers’ Association, Room 108A,| dance and floor show will be 

Hotel Pennsylvania, New York} held Wednesday evening, July 10, 

City, Mrs. Flo. English, secretary.| at 7 p. m., in the Auditorium 

As in previous years, hundreds of | Grand Ballroom. 

new and improved housewares} Jos. A. Kaplan, Joseph A. Kap- | 

items will be shown by exhibitors, | lan, Inc., is president of the as- | 

many numbers for the first time. | sociation. Wm. B. Flanagan, A. | 

Three weeks prior to the opening | Kreamer, Inc., is vice-president | 

of the show reservations for ex-| and J. B. Hardenbergh, Corning 

hibit space were 25 per cent| Glass Works, is treasurer. Di- | 

ahead of those made so far in| rectors are: Walter Beh. Beh & 

advance for the 1939 show of the| Co., Inc.; A. A. Bernadine, Na- 

association. tional Enameling & Stamping | 
Retail and wholesale hardware} (Co.: Ralph Gretsch, Ralph | UNION HARDWARE 

buyers, department store and syn-| Gretsch & Co., Inc.; M. E. Horn, | 

dicate buyers, from all parts of | The Aluminum Cooking Utensil | “CHAMPIONS” 

the United States and from foreign | Co.; Ben S. Loeb, Advance Alu- 

countries will attend the exhibit,| minum Casting Corp.; H.R. | 

advance reservations for hotel} Owen, Landers, Frary & Clark; | Here’s a line of screw drivers that 


rooms being well over those made | Robert D. Price, W. R. Case & | goes unchallenged hn tee quality 


for last year’s exhibit. The show} Sons Cutlery Co., and Stanley T. | ° : 
will open Sunday, July 7, at 9! Williams, Lisk Mfg. Co., Ltd. | field. In every department you ll 
|find these sturdy-built tools rank 
tops. Blades are forged from the 
SAND & HULFISH | tion, and B. J. Badman, Jr., were | toughest steel, tempered and ground 
UNDER NEW NAME | appointed as Los Angeles Pot | 
a ie ‘ ' ....| to an edge that engages screw slots 
C. L. Peterson and V. P. Lowe | 2" Kettle Club ees ight! ithout k id li 
announce the continuance of the | to the National Advisory Board lig tly. without roc 7 oo 
Sand & Hulfish, manufacturers’ | of the I rofit Motive Institute. Handles are of fine hard wood shaped 
agency business, Baltimore, Md., | Mr. Guilfoyle representing the | tor a firm grip. Blades are positively 
under the firm name of Peter-| Tetailers’ and Mr. Badman the | ” ; 
son & Lowe, successors to Sand| Wholesalers’ and traveling men’s| prevented from working loose in the 
& Hulfish. The business will be | imterests. | handle by a unique construction fea- 
Four new members were in- | 
, é‘ | ture—a metal-to-metal contact that re- 
ducted into membership through | ~ ee : 
no change in personnel, repre- the recently adapted ritual and | Sists the most severe twisting strains. 
senting the same principals as| Were formally presented with! Make the kind of sales that build profits 
the old firm. their personal copies of the club’s and customer good will by emphasizing 
C. L. Peterson, V. P. Lowe,| Code of Ethics. A satisfactory | h iqnifi f And 1 h 
and H. K. Wannen will continue financial condition was reported | ¢ ese signi cant features. n et the 
traveling territories formerly cov-| by treasurer Fred C. Brose. Regu- | confidence established by the Union 
ered, and V. P. Lowe, Jr., has|lar monthly golf and weekly | Hardware name make your selling job 
been taken into the business as | bowling matches will he con | easier. Your Jobber can supply you with 
|“Champions’—the screw driver with a 


a junior salesman. tinued. 
a half-a-century service record. 
POT AND KETTLE NEWS | HEADS BOSTON SALES OF | 
|EUREKA VACUUM CLEANER | : a / 2 ; 

' . | Union Hardware “Champions” are offered 
tle Club will end its spring ses-| R. O. Boynton has been ap-}. fi 1 R 1 ‘ El oe 
sions on June 25 and resume the| pointed manager of the Boston. jin ive styles—Regular, Cabinet, Electrician, 
fall meetings on September 10.) Mass., sales division of the | Machinist and Special—in a range of sizes 
During the spring season, a num-| Eureka Vacuum Cleaner Co., De-| from 142” to 30” blade length. Write for Cata- 
ber of important meetings were| troit, Mich. Frank C. Dwyer has - . , 

“i ’ ; rape log 8 which illustrates and describes the com- 
held, which ranged from nen been appointed wholesale-dealer | “8 i d describes the co 
sions of international trade rela- | contact man, assisting Mr. Boyn- plete line. 
tions to several well posted | 
speakers on current European | 

















conducted from the same address, | 
22 Light Street, Baltimore, with | 











The Los Angeles Pot and Ket- 


ton in that division. 


we Mr. Boynton has been associ- 
conditions. 


| ° . r f 
s 3 P lated with the Eureka Vacuum 
H. W. McGee, president of | Co. f a s 4a ~ a g rr A 2 
- f ¢ | Cleaner Co. for many years serv- 
The Profit Motive Institute, told | 7 °*"* ai ‘ 


of the inroads the conperatve |i - ge — ” = | HARDWARE COMPANY 
movement is making in destroy-| *@©* @n@ a a ae 
| sions. Mr. Dwyer was previous || J a 6 ea 3 . | 


ing retail businesses, particularly | } ? : 
hardware and housewares. As a|'0 this appointment associated RE C.U.S.PAT. OFI 
2s i ‘ . Guil-| wi 2adi ige r manu- 

rst of this tally J. V. Guil| with a lending refrigerator manu | la @@ Ms Wo Ket od \ MORO} NIN 
oyle, secretary, Southern Cali- | acturing company for § ' NEW YORK OFFICE IST CHAMBERS STREET 
fornia Retail Hardware Associa- | years. 
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THIS JACUZZ/ PUMP 
DEMONSTRATOR 15 THE 
BEST SALESMAN 
SEVER 
HAD/ 








\ 









Yu: 
Ls 
Letting a customer try some- 
thing for himself is the best 
way of getting his order. That’s 
why a Jacuzzi Pump Demon- 
strator is such a help. The cus- 
tomer can turn a faucet 
watch the water run... and 
see the pump start automati- 
cally. You'll find the sale easy 
to close. 





Full information re- a 
garding the Demon- [he pumps are standard and 


strator and dealer may be detached from the 
franchises will be Demonstrator readily and sold. 
supplied on request. 


a= 
j B_ ORIGINAL 
ME EN co tee 


BERKELEY, CALIF. 


eee 


Galvanized Wire Clothesline (strand) all 


standard sizes and lengths — hollow cable, 
seizing strand, 6-strand and 4-strand twisted 


and solid — cut lengths and on reels. 


GE WRIGHT wees 


WORCESTER * MASS. 





DUNPHY YALE & TOWNE 
FIELD SALES HEAD 
The Yale & Towne Mfg. Co., 
Stamford, Conn., has announced 
the promotion of John P. Dun- 
phy to manager field sales. This 








JOHN P. DUNPHY 


advance comes as a reward for 
his many years of successful ser- 
vice. 

Mr. Dunphy joined the com- 
pany in 1916, and until his pres- 
ent promotion has been repre- 
| senting the Stamford division of 
Yale & Towne in the southern 
territory. In his new position, 
Mr. Dunphy will travel with Yale 
& Towne salesmen in a_ super- 
| visory capacity. 


SUMMER PLANS OF 
JERSEY GROUP 


At its recent meeting, Louis 

| Marks, Landon P. Smith, Irving- 
ton, N. J., and president of the 

| Hardware and Allied Travelers 
Association, Inc., Newark, N. J., 

| outlined the summer activities of 
| the association which are to in- 
clude a picnic and a_ baseball 

game every Sunday. Leo Levine, 

H. Schultz & Sons, Newark, was 

| appointed chairman of the enter- 
tainment committee in charge of 

| the third annual dance which will 


town plant were given an oppor- 
tunity to apply for employment 
in the noiseless typewriter or 
Model 17 carriage departments 
at Elmira, or noiseless typewriter 
rebuilding department at Ilion, 





ie 


RAVE AND IGOE WINNERS 
AT N. Y. GOLF PARTY 
William P. Rave, Russell, 

Burdsall & Ward Bolt & Nut Co.. 

was the low gross winner, with 

83 strokes, and Peter Igoe, Jr., 

Igoe Bros., the low net winner, 

with a score of 71 at the fifth 

golf outing of The Hardware 

Trade Association of New York, 

held June 18, at the St. Albans 

Golf Club, St. Albans, N. Y., on 

June 18. Winners in the kickers’ 

handicap were: M. L. Schultz, 

The Rawlplug Co., Inc.; C. J. 

Sachs, Bethlehem Steel Corp.; 

M. C. Harriman, American Steel 


& Wire Co.; R. W. Mueller. 


| Minnesota Mining & Mfg. Co.; 


J. J. McLaughlin, Jones & 
Laughlin Steel Corp., and H. L. 
Gilliam, Wood Shovel & Tool Co. 

Thirty-two golfers participated 
in the tournament and more than 
40 members and guests turned 
out for the banquet in the eve- 
ning, with R. E. Doti, Igoe Bros., 
president of the association, pre- 
siding. Jimmie Lyons, a profes- 
sional entertainer, who has ap- 
peared at a number of New York 
hardware gatherings, handed out 
the prizes to the various winners 
and told a number of dialect 
stories. 


COSGROVE REFRIGERATION 
SALES COMMITTEE HEAD 
Raymond C. Cosgrove, vice- 

president and general manager. 

manufacturing division, The Cros- 
ley Corp., Cincinnati, Ohio, today 
was again elected chairman of 
the sales committee of the re- 
frigeration division of the Na- 
tional Electrical Manufacturers 

Association at its meeting held 

at the Homestead Hotel at Hot 

Springs, Va. 





be held late in November. 


REMINGTON RAND CLOSES 
| MIDDLETOWN, CONN., PLANT 


| Remington Rand Inc., Buffalo, 
|N. Y., has announced the clos- 
ing of its noiseless typewriter 
plant at Middletown, Conn., and 
the transfer of all manufacturing 
operations at that point to El- 
mira and Ilion, N. Y. The deci- 
sion to close the Middletown 
plant, the announcement said, 
was in accordance with the com- 
pany’s long range policy of con- 
centrating its manufacturing to 
obtain increased production effi- 
ciency. Employees of the Middle- 











R. C. COSGROVE 
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HARDWARE BRIEFS 





ALABAMA 


Owen Johnson, proprietor of | 
the Johnson Hardware Co., has | 
opened the new Johnson Imple- 
ment Co. at Oneonta, Ala., t 
handle the line of John Deere 
tractors « d implements formerly 
carried by the hardware store. 
J. B. Hyde is manager of the 
new implement store. 


The Keeton Hardware Co., 
Red Bay, Ala. has _ recently 
moved into new quarters. 


COLORADO 

The Knox Hardware, Keens- 
burg, Colo., has been acquired by 
Olin Venable, Lew Duncan and 
Noble Sanden of Ault, Colo. Mr. 
Duncan will have charge of the 
business. He and Messrs. Venable 
and Sanden had operated the 
Ault Hardware and Implement 
Co. for several years until they 
disposed of it to its present own- 
ers. Then they operated a hard- 
ware business at Pierce until the 
recent acquisition of the Knox 
Hardware. 

GEORGIA 

Morgan’s Hardware, Lavonia, 
Ga., was recently equipped with 
new fixtures, and has undergone 
general interior improvements. 


The Short Hardware Co. and 
Tifton Lumber Co., both of Tif 
ton, Ga., were consolidated re- 
cently to form the Tifton Hard- 
ware and Lumber Co. The new 
firm is under the management of 
4. S. Johnson. 


Howard Harley, a partner in 
the Harley-Vann Hardware Co., 
Waycross, Ga., has sold his in- 
terest in that business and is 
retiring. John Vann has assumed 
active management of the busi- 
ness. 


ILLINOIS 
Donald Cahill has opened a 
new hardware store in Spring 
Valley, Til. 


——— | 


KANSAS 


Don Morris is the new owner 
of the Shaffer Hardware Co., 
Quenemo, Kan. 





KENTUCKY 
The Callahan Hardware Co., 
Inez, Ky., has been incorporated 
with a capital stock of $2,000 
by B. F. and W. B. Richmond 
and C. C. and Della R. Callahan. 
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MISSOURI 

George Dean, proprietor of 
Dean’s Hardware, Warrenton, | 
Mo., completed negotiations with | 
Reese & Meyer for the purchase | 
of their gas and appliance store, | 
located next door to their own | 
store. The purchase included the | 
entire stock of merchandise and | 
fixtures. 


Smith & Crow have purchased | 
the Moses Wood Hardware, Ex- | 
celsior Spring, Mo. At present | 
Mr. Wood is not engaged in any | 
business. 


NEBRASKA 


The remaining stock of the 
Fuller Hardware, Comstock, Neb., | 
was sold privately to C. R.| 
Healey of Grand Island. Mr. 
Healey has moved the stock to 
Grand Island. 


NEW YORK 

Lester H. Chapell and Ear! | 
H. Petherbridge of Byron, N. Y.. | 
have purchased the former Boyce | 
Hardware from Mrs. James 
Boyce and have reopened the 
business as the Byron Hardware. 
Herbert Speed will manage the | 


store. 


NORTH CAROLINA 


Harvey S. Almond has opened 
a new hardware store at Albe- 
marle, N. C. Mr. Almond was | 
associated with the | 


formerly 
Mabry-Hatley Hardware Co. and 
its successor the Lowder Hard- 





ware Co. 
The Hatcher Hardware Co. re- | 
cently moved into new quarters 


at Mt. Airy, N. C. 





OKLAHOMA 


Hobson Buie has purchased 
the Buie Brothers Hardware Co., 
Chickasha, Okla. The firm will 
now be known as the Buie Hard- 
ware, Inc., and will be under the 


management of A. L. Northern. 


W. J. Pennington recently be- 
came the sole owner of the A. G. 
Gillum Hardware Co., Eric, Okla. 





Jack Buckley, manager of the 
Sayre Lumber Co., Sayre, Okla.. | 
recently purchased the Littrell- 
Johnson Hardware and Furniture 
Co. at Sayre. The business in the | 
future will be operated as the 
Buckley Hardware Co. and the 
Buckley-Scroggins Furniture Co. 





LOOK INTO 
THIS ROPE 


Look beyond fibre, strand and lay. Look at its sales 
possibilities. AMCO Rope is different. It is Water- 
Proofed Rot-Proofed and Stronger after years of ser- 
vice than any rope you have ever carried. The secret is 
the special non-evaporating AMCO cordage solution 
that permanently seals in the natural moisture of the 
fibre and keeps out mildew laden dampness. It’s only 
natural for users to appreciate the increased service that 
this rope gives and patronize the establishment that 
regularly carries AMCO Rope. 

Every single dealer who has taken on the AMCO Rope 


line has happily experienced a substantial sales increase. 


AMERICAN MANUFACTURING COMPANY 
NOBLE AND WEST STREETS, BROOKLYN, N. Y. 


Western Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 


_— _— ST BEG Aa oe 
7 petty OES 






ase WeArHES Ea E 
MANILA a 

AMERICAN ‘"’SUPERIOR'' MANILA ROPE 
TWINE * OAKUM - PACKING 


AMERICAN MANUFACTURING COMPANY 
Noble & West Streets, Brooklyn, N. Y. ~ 






Please send me free sample of AMCO Rope 
and instructions how to prove it’s different. 








Portable Sprayer 


This year the demand for sprayers will continue until 
well into the Fall. Field and row crop plantings are 
later than usual. Orchard and tree spraying has 
been delayed because of unfavorable weather condi- 


Wheels Sinywhore 
amd Siolls you tohend! 


°o 
MNVIEIRS SilverPrince :": & Equipment Co., Union, | 
| S. C., were sold to H. B. Huntley. 
| Mr. Huntley is in the hardware 


| business in Wadesboro, N. C. 


SOUTH CAROLINA 


jling interest in the Harrison 


At public auction the stock Hancock Hardware Co., operat 


land fixtures of the Union Hard- | ing stores at Pulaski, Wytheville 


land Christiansburg, Va. Th: 
| Vance company operates stores 
at Abingdon, Glade Springs. 
| Chilhowie, Marion, and Rura 
= | Retreat. At an organization meet 

ling, W. N. Neff of Abingdon was 

TEXAS | elected president of the new set 

The Bryant Hardware andjup; J. D. Tate and E. T. Pratt 


| Supply Co. was recently opened | are vice-presidents, and C. M 





at Fort Worth, Tex., by Fred | Hayter is secretary and treasurer 
Bryant. Mr. Bryant has been | Operation of the three stores wil! 
connected with Fort Worth hard- | continue as in the past with the 
ware stores for a number of] exception that Mr. Hayter will 


' 
| years. take over the management of 


| vin have opened a hardware store | 


tions. During this period insects, bugs, lice and other | 


will be needed and purchased by fruit and vegetable 
growers to combat and destroy them. 


Myers is ready to take care of your orders promptly. 
Whether for the new Silver Prince, popular with green- 


| 


Liles. G. P. and Owen Cain will 


house and estate owners, nurserymen and others, or for | 


hand, power, tractor or traction sprayers in alli styles 
and capacities, count on Myers for quick attention to 
your sprayer needs until the 1940 season has closed. 


MYERS 


SILVER PRINCE 
SPRAYE RS 


ousHat "Ss 
when mei RS. 
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pests have been on a rampage increasing enormously | 


in many sections of the country. Sprayers of all types | 


| chased the local store of Terry 


the Pulaski concern. 
Perry Woods and George Col- ~ Ot 

David Weinberg has purchased 
the Walton and Elam Hardware 
Co., Farmville, Va., from D. T 
Elam. The firm will be operated 
as the Southern Hardware and 
Electric Co. and will be in 
charge of Morris Smith and 
Hugh Gilliam, formerly employ 
ees of Walton and Elam. 


in Jefferson, Tex. 

Russell Cathey, formerly man- 
ager of the C. E. Cain Hardware 
Co., Quitman, Tex., recently pur- 


operate the Cain business. 


Lawrence Edwards has_pur- na tee: 
chased the interest of his part- WASHINGTON 
ner, Jack Tate, in Weatherford Leo McCuthen has purchased 
Hardware Co., Weatherford, Tex. | the G. A. Munson interest in the 


|The firm will operate as the|Sprague Hardware and Imple 
| Lawrence Edwards Hardware Co.| ment Co., Sprague, Wash., and 





| 
| 
| 





. will conduct the business as an 

After 30 years of business in independently owned concern. 
Winters, Tex., the A. H. Van|M. Pohlod of Fairfield, Mont., 
has joined the staff. 





Pelt Hardware Cc., has closed 
out its stock. Mr. Van Pelt is | 
retiring from active business and WISCONSIN 
J. M. Pyburn is now connected | , 
with a local credit company. The Corner Hardware Store, 
|Fox Lake, Wis., operated by 
: |Aherns and Erdman, has been 
VIRGINIA | moved to a new location in the 


E. T. Pratt, president of the| former barber shop building 
if 





| Vance Hardware Co., Chilhowie,| across the street. It is still the 


: Da . 
Va., has announced the purchase | Corner Hardware, since the new 


by the company of the control-| location is also on a corner. 


ALBANY HARDWARE HOST TO DEALERS 





The Albany Hardware & Iron Co., wholesale hardware firm of 
Albany, N. Y., was host to “Duo-Therm” dealers and prospective 
dealers at the Ten Eyck Hotel in Albany on June 3. R. Reeder. 
assisted by George Phillips, presented the “Duo-Therm” circu- 
lating heater story and a film, entitled, “Step Up to Sales Suc- 
cess” made a hit with the audience. Speakers at the meeting 
were W. C. Dearstyne, president of the Albany Hardware or- 
ganization, and H. J. Funk, vice-president of the company. 
Refreshments brought the meeting to a close. 
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ACATIONS 


that hardware jobbers’ buyers are plan- 
ning--when and where they are going and 
what they are going to do. Compiled by 
Hardware Age as a service to its readers 


Alabama 
BIRMINGHAM: Wimberly & Thomas Hdwe. Co., 
Inc., E. E. GIBBS, buyer of all lines except cutlery, 
silverware and sporting goods, on vacation July 29- 
Aug. 12, motoring and fishing. 





MOBILE: McGowin-Lyons Hdwe. & Supply Co., 
R. H. GIVENS, buyer of general hardware, farm imple- 
ments, wire products, stoves, miscellaneous ware, etc., 
on vacation, July 27-Aug. 5, motoring to Kentucky. 





MONTGOMERY: Teague Hdwe, Co., W. M. TEA- 
GUE 3rd., on vacation July 15-July 29, motoring to 
Florida. 





SELMA: Tissier Hdwe. Co., H. D. MASON, buyer 
of all hardware items, on vacation, Aug. 10-Sept. 2, 
motoring to Florida, possibly Fort Walton, for fishing 
and swimming. C. G. TISSIER, buyer of variety and 
notion lines, Aug. 10-Sept. 2, motoring to Florida, possi- 
bly Fort Walton, for fishing and swimming. 


Arkansas 


LITTLE ROCK: Fones Bros. Hdwe. Co., R. H. 
BAKER on vacation, July 20-Aug. 12, motoring to Fort 
Walton, Fla., for swimming, golf, etc. GEORGE W. 
LUKER, on vacation, June 24-July 1. HARRY BLAKE, 
on vacation, July 8-20. 





TEXARKANA: Buhrman Pharr Hdwe. Co. L. H. 
RENNEKER, buyer of builders’ hardware, electrical 
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supplies, plumbing goods, insulation board, and roofing 
materials, on vacation, July 15-Aug. 1, motoring to 
West Texas, sightseeing. 


California 


LONG BEACH: American Wholesale Hdwe. Co., 
H. AUGUSTSON, buyer of electrical appliance devices, 
major electrical appliances, housewares, cutlery, sport- 
ing goods, and toys, on vacation, July 4-July 15, motor- 
ing to San Francisco. M. CONNER, buyer of tools, 
rope, shovels, wheelbarrows, steel goods, auto acces- 
sories, tires, and motor oils, on vacation, Aug. 24-Sept. 
3, motoring to World’s Fair, San Francisco. 


Delaware 


WILMINGTON: Delaware Hdwe. Co., J. HENRY 
TOPKIS, buyer of general lines, on vacation July 5-22, 
on motor trip. 


Florida 


MIAMI: Frank T. Budge Co., W. J. NOBLIT, buyer 
of rifles, shotguns, revolvers, cutlery, hunting clothing, 
shells and allied lines, on vacation Sept. 16-Sept. 30. 

Railey-Milam, Inc., H. S. TODD, buyer of house- 
wares, glass, china, and hotel supplies, on vacation 
July 8-22. C. N. PERRY, buyer of mill supplies, steel 
goods, wire fences, small tools, mechanical goods, on 
vacation Aug. 3-17, motoring to Birmingham, Ala., for 
three-day visit to T. C. I. Plant and a few days in Caro- 
lina or Tennessee mountains. 
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FORSTNER 
AUGER BITS will sell and make money for 


you! There's a place for this handy, all-purpose 




















boring tool in the shop of every woodworker, 
cabinet maker and home craftsman. Guided 
by a circular rim instead of a center, the 
Forstner Bit operates in any direction regard- 
less of grain or knots, leaving a clean, polished 
surface. Will perform many operations 
commonly done with chisel, gouge, scroll 





saw or lathe tool. Ideal for scalloping, 
mortising, pattern and scroll work. 

For machine boring, Forstner Bits are made in 33 
sizes ranging from %” to 3” diameter. For hand 
boring there are 21 sizes ranging from %” to 11” 


diameter. These bits may be purchased singly or in 
sets of 9, Il and 17 bits each. Write for catalog. 


PROGRESSIVE MFG. CO 


TORRINGTON Dew Ww EC TC UT 








Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. In 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 


Those who contact the hardware trade 
know from experience that HARDWARE 
AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 











Georgia 


ATLANTA: King Hdwe. Co., C. C. ABERCROMBIE, 


buyer of all general hardware lines, on vacation July 15- 


Aug. 1. 


Idaho 


BOISE: Idaho Hdwe. & Plumbing Co., Ltd., R. F. 
ORCHARD, buyer of fishing tackle, sporting goods, 
and electrical materials, on vacation Oct. 15-Nov. 15, 
motoring, combined vacation and business trip. 


Illinois 
CHICAGO: Ace Hardware Corp., GEORGE C. 
CICHY, buyer of tools, builders’ hardware, electric wir- 
ing devices, plumbing goods, on vacation July 22-July 
29, motoring to the Wisconsin North Woods for fishing, 
etc.; H. OETJAN, buyer of housewares, cutlery, elec- 
trical appliances, toys, on vacation, Aug. 10-26, motor 


touring. 


Hibbard, Spencer, Bartlett & Co., CARL W. 
GOERLING, buyer of aluminum, tin, galvanized, 
enamel, cast iron, stainless steel, cast aluminum and 
dairy ware, boilers, oilers, and scales, on vacation Aug. 
18-Sept. 3, by train to Minocqua, Wis., for fishing; 
LYLE HARPER, buyer of tackle, sporting goods, toys, 
and wheel goods except bicycles, on vacation Aug. 5-19, 
motoring North for the fishing; R. A. KLEIN, buyer of 
builders’ hardware, ventilators, weatherstrip, on vaca- 
tion June 17-July 1, motoring to Wisconsin; H. B. GAR- 
RETT, buyer of sporting goods, camp goods, and dog 
goods, on vacation, Aug. 19-Sept. 3, on the Great Lakes. 

G. T. McLENNAN, buyer of paint, on vacation, July 
20-Aug. 5, motor trip. L. A. SMITH, buyer of steel 
goods and shovels, pumps and well supplies, garden 
hose and accessories, lawn mowers, lawn seed, and 
garden tools, on vacation July 19-Aug. 5, motoring to 
cottage in North Michigan woods for fishing and loaf- 
ing. E. S. KANTOWICS, buyer of plumbing, heating, 
commercial refrigeration and commercial air condi- 
tioning, on vacation, Aug. 19-Sept. 3, staying about Chi- 
cago and will golf primarily. 

Rehm Hdwe. Co., H. W. COTTA, buyer of tools, elec- 
trical goods, insecticides, steel! goods, cordage, twine. 
and plumbing supplies, on vacation July 8-22, motoring 
to Minnesota for the fishing; M. L. PETERS, buyer of 
builders’ hardware, general hardware, sporting goods, 
and cutlery, on vacation Aug. 19-Sept. 3. 

JOLIET: Barrett Hdwe. Co.. RAY HEINSELMAN, 
buyer of electrical, household, and sporting goods, on 
vacation, Aug. 18-26, motoring to Minnesota for the 
fishing. 

E. R. DUNCAN, buyer of automotive, steel goods, 
small tools, fertilizer, electrical tools, and lawn mowers, 
on vacation July 15-July 29, motoring to Williamstown, 
Ky., and then to Smokey Mt. National Park. 


Indiana 


EVANSVILLE: Ohio Valley Hdwe. & Roofing Co., 
R. K. BECKER, buyer of sheet metal and roofing, on 
vacation, June 20-July 1, motoring. 


RICHMOND: Miller Bros. Hdwe. Co., RAY R. 
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MEEKS, buyer of general hardware, on vacation, July 
15-July 29, motor tour of the South, fishing. golfing, ete. 


Kansas 
TOPEKA: W. A. L. Thompson Hdwe. Co., R. A. 


SWAN, buyer of sporting goods, on vacation, Aug. 19- 
Aug. 30. 


Kentucky 


ASHLAND: Ben Williamson & Co., Inc., C. C. 
HARDING, buyer of general lines, on vacation during 
first part of August, plans incomplete. 


Louisiana 


ALEXANDRIA: Brown-Roberts Hdwe. & Supply Co., 
C. F. BARKSDALE, buyer of all lines except plumbing 
and electrical supplies, builders’ hardware, rope, and 
pocket cutlery, on vacation Aug. 19-Sept. 1. H. S. 
OWEN, buyer of builders’ hardware and electrical 
supplies, on vacation, July 15-22. H. H. NEEDHAM, 
buyer of plumbing supplies, on vacation, July 22-29. 
J. H. McDONALD, buyer of rope and pocket cutlery, 
on vacation, Aug. 5-19. 

MONROE: Monroe Hdwe. Co., Inc., J. T. CONGER. 
July 1-8. 


NEW ORLEANS: Woodward, Wight & Co., Ltd., W 
F. LADIEN, buyer of housewares, ice refrigerators, bi- 
cycles and toys, stoves, woodware, ammunition, heaters, 
galvanized ware, cutlery, etc., will be on vacation one 
or two days a week whenever possible and will spend 
those days mostly fishing and resting. 


Maryland 
BALTIMORE: Galloway-James Co., DANIEL HOPE, 
on vacation July 15-Aug. 1. 
CAMBRIDGE: Phillips Hdwe. Co.. Inc., C. 0. 
MURPHY, on vacation July 1-15. 


Massachusetts 


BOSTON: Joseph Breck & Sons Corp., RUSSELL O. 
GARDNER, buyer of seed, fertilizer, insecticides, etc., 
on vacation, Aug. 20-Sept. 15, by train to his farm in 
Maine for play and boating; ERNEST BATES, buyer of 
hardwaré and kitchenware, on vacation Aug. 5-26, mo- 
toring to Cape Cod for fishing. 

Decatur & Hopkins Co... GORDON W. FARR, buyer 
of all lines except plumbing, cutlery, and sporting 
goods, on vacation, July 5, 8, 15-16, 22-23 and Aug. 
19-20, 29-30. motoring to Cape Cod. 


Bigelow & Dowse Co., P. BASS, buyer of cutlery, fish- 
ing tackle, sporting goods, and toys, on vacation Aug. 
10-26. 


Michigan 
SAGINAW: Morley Brothers, A. C. EDWARDS. 


buyer of toys, athletie goods, cutlery, bicycles, etc., on 
vacation, June 23-July 8, golfing. 
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BOMMER 


SPRING HINCES 


EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 








Double Action Standard They permit the door 
Type No. 29 Button Tips 
to be opened all the 


way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookiyn,N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 
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FOR SMALL CHICKS, ETC 


Minnesota 
MINNEAPOLIS: Hall Hdwe. Co., CARL BRANDT- 
NER, buyer of toys, electrical, auto accessories, radios, 
on vacation July 4-July 15, in northern Minnesota for 
the fishing. FRANK A. FEYDER, buyer of tools, cut- 


lery, and sporting goods, on vacation, July 7-22. 





Mississippi 
VICKSBURG: O’Neill-McNa- “ 
mara Hdwe. Co., H. M. DUNN, 7 
buyer of fishing tackle, on vaca- } 


\— 


+ 


Wy \ 
a 

Wright Bros. Hdwe. Co., C. R. . 
WRIGHT, buyer of practically "ti - 
all lines, on vacation, July 15-20, “€5) =< 
motoring to Gulfport, Miss. 


N34 


y 
tion Aug. 1-Aug. 11 motoring to 
Coast for fishing. 


a ae 


—_ 


~ 
Missouri 
KANSAS CITY: Townley Metal & Hdwe. Co., E. J. 
POEHLER, buyer of farm supplies, radios, tools, electri- 
cal goods, on vacation Aug. 19 to Sept. 2; R. COOK, 
buyer of housewares, plumbing, and washing machines, 
on vacation July 28-Aug. 15, motoring. 


ST. JOSEPH: Wyeth Hdwe. & Mfg. Co., V. G. 
HRUBY, buyer of housewares, floor covering, stoves, 
heating appliances, on vacation, July 15-29. Plans in- 
definite. G. L. DEGAN, buyer of electrical appliances, 
electric wiring material, radio, cutlery, and novelties, 
on vacation Aug. 19-26, motoring. E. R. BERGER, 
buyer of baseball, soft ball, basket ball, football, golf, 
tennis, horse shoe, and all athletic goods, on vacation 
June 17-July 1, motoring. 


ST. LOUIS: Tiemann Hdwe. & Supply Co., W. E. 
TIEMANN, buyer of galvanized sheets, stove pipe, etc., 
lawn mowers, etc., and household hardware specialties, 
etc., on vacation Aug. 1-Sept. 1, motoring to Wisconsin. 


Nebraska 
HASTINGS: Dutton-Lainson Co., G. L. RULE, buyer 


of electrical and plumbing, on vacation, July 1-15, mo- 
toring to Minnesota for the fishing. 


LINCOLN: Henkle & Joyce Hdwe. Co., E. E. 
HENKLE, buyer of nails, wire, copper, zinc, and bale 
ties, on vacation Sept. 5-25, by train to New York. G. E. 
DOERCK, buyer of builders’ hardware, bolts, rope and 
twine, iron bars, wood screws, wooden ware, cutlery, 
gutter and conductor, rubber and garden hose electrical 
appliances, fishing tackle, lanterns and stoves, ice cream 
freezers, etc., on vacation July 1429, motoring to 
Kabatogama Lake, near International Falls, Minnesota, 
for rest and fishing. 


OMAHA: Paxton & Gallagher Co., PAUL N. WIE- 
MER, buyer of sporting goods, cutlery and miscel- 
laneous, on vacation, June 21-July 1 and also last week 
in August, motoring to New York World’s Fair in June 
and in August to Minnesota for the fishing. WILLIAM 
YOUNG, buyer of mechanics’ tools, heavy hardware, 
nails, wire, bolts, sheet iron, etc., on vacation June 16- 
July 1. 


56 


Wright & Wilhelmy Co., O. A. SMITH, buyer of 
paints, brushes, etc., harness, insecticides, household 
items, and oils, on vacation, Aug. 12-Aug. 26. 


New York 


BINGHAMTON: Babcock, Hinds & Underwood, D. 
CHUBBUCK, buyer of paints and varnishes, on vaca- 
tion Aug. 26-Sept. 3, motoring to Asbury Park, N. J.; 
E. W. MATHEWSON, buyer of builders’ hardware, on 
vacation July 15-22, by train to Washington, D. C. 





UTICA: Roberts Hdwe. Co., WILLIAM JONES, 
buyer of sporting goods, athletic equipment, on vaca- 
tion Aug. 4-12, motoring and fishing in Great Lakes 
region, including Detroit and Cincinnati. 


North Carolina 


CHARLOTTE: Glasgow-Allison Co., E. G. COCH- 
RANE, buyer of paint and general hardware, on vaca- 
tion July 15-July 23, by train to New York for the 
N.R.H.A. convention and pleasure; C. E. LINKER, 
buyer of general hardware lines, on vacation June 24- 
July 8, motoring. 


GREENSBORO: Odell Hdwe. Co., D. H. LAMBERT, 


on vacation July 1-15, at seashore. 


RALEIGH: Carolina Hdwe. Co., MISS E. L. 
TUCKER, buyer of heavy hardware and house furnish- 
ings, on vacation, July 1-16, by motor and plane to 
Upper New York State and Canada, for business and 
pleasure. 


Ohio 

CINCINNATI: Kruse Hdwe. Co., FRANK AUGUR, 
buyer of tackle, wheel goods, floor coverings, guns and 
ammunition, electrical appliances, hunting clothing, 
athletic goods, cutlery, clocks, and etc., on vacation 
July 1-15, by plane to the East for the fishing; WIL- 
LIAM DE LUSE, buyer of builders’ hardware, on vaca- 
tion July 20-Aug. 5, by train to New York and Boston. 


CLEVELAND: Geo. Worth- 
ington Co., G. MOON, buyer of 
guns, ammunition, fishing 
tackle, tennis, golf, basket ball, 
on vacation July 5-15, motoring 
to Combermere, Ontario, Can- 
ada, for the fishing. 





Lake Erie Hdwe. Co., E. G. FRUEND, buyer of hard- 
ware, paints and brushes, electrical goods, household 
items, mowers, rubber goods, steel goods, tools, and 
shades, on vacation July 1-15, by motor to Pine Lake, 
Mich., for loafing and fishing and some bridge. 





YOUNGSTOWN: Stambaugh-Thompson Co., R. D. 
POWERS, buyer of silverware, housewares, cameras, 
gifts, leather goods, electrical appliances and devices, 
on vacation July 14-22, motoring to Cincinnati. 
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Pennsylvania 


ALLENTOWN: M. S. Young & Co., C. E. KEISER. 


buyer of general lines, on vacation July 22-29; S. A. 
ANEWALLT, on vacation, July 6-15. 


HARRISBURG: H. A. Gable & Co., J. BOYD 
TROSTLE, buyer of all lines except builders’ hardware 
and appliances, on vacation June 15-21 and Aug. 16-26, 
by boat and train on a Goodfellowship Cruise to Great 
Lakes with Harrisburg Chamber of Commerce during 
the first period and during the second period a motor 
trip to Virginia Beach, Va. 


JOHNSTOWN: Swank Hdwe. Co., W. C. LAMBERT, 
buyer of plumbing and heating supplies, mill and mine 
lines, etc., on vacation July 20-Aug. 5, motoring to New 
York World’s Fair and fishing in between. 


PHILADELPHIA: Edw. K. Tryon Co., ROBERT J. 
SCOTT, buyer of tackle, on vacation the last two weeks 
in June and every Wednesday and Saturday during July 
and August. 


READING: Stichter Hdwe. Co., Inc., LEON A. 
MARKLEY, on vacation July 1-15. 


South Carolina 


SPARTANBURG: Montgomery & Crawford, Inc., 
BOB WALKER, buyer of electrical lines, on vacation 
June 15-Aug. 15 airplane to Alaska. 


Tennessee 


KNOXVILLE: MHouse-Hasson Hdwe. Co., Inc., 
JAMES McBATH, buyer of tools, roofing, sash, doors, 
rope, fishing tackle, steel roofs, and miscellaneous lines, 
on vacation July 27-Aug. 12. 

C. M. McClung & Co., 
Inc.. GEORGE A. MARY, 
buyer of various hardware 
lines, guns, ammunition, 
sporting goods, on vacation 
Sept. 7-23. 

MEMPHIS: Orgill Bros. 
& Co., JOHN MORRIS, 
buyer of implements, 
sporting goods, stoves, fur- 
niture, on vacation July 13-29, motoring to the gulf coast 
for fishing and golf. 





NASHVILLE: McWhorter, Weaver & Co., M. B. 
GARDNER, on vacation Aug. 24-Sept. 3. 


Texas 
DALLAS: Walter H. Allen Co., Inc., L. W. BOONE, 
buyer of all lines, on vacation, Aug. 10-26, by airplane 
to New York, returning by boat. Combining business 
and pleasure. 





McCullum & Boren Co., GEORGE PIERCE, buyer of 
athletic goods and toys, on vacation July 20-Aug. 1 and 
will also be away on business, Aug. 10-Sept. 1. G. F. 
CULLUM, buyer of fishing tackle, on vacation July 
10-22 and Aug. 15-Sept. 15. 

Higgenbotham-Pearlstone Hdwe. Co., R. E. COX, 
buyer of wire products, heavy hardware, household 
goods, on vacation July 8-15, will spend his vacation 
motoring. 


Southern Supply Co., 


. GEORGE C. BLACK, buyer of 


hs 
nee. 
5 


all lines, on vacation, Sept. 1- 
Oct. 1. 


Utah 
SALT LAKE CITY: Zion’s 
Co-Operative Mercantile Inst., 
H. C. KIMBALL, buyer of tools, 
paint, cordage, duck, and bags, 
on vacation July 24-Aug. 5, by 
train to San Francisco. 





Virginia 
PETERSBURG: Chas. Leonard Hdwe. Co., Inc., 
JOSEPH W. SMITH, buyer of sporting goods, on vaca- 
tion Aug. 1-12, by train to Virginia Beach, Va. 


ROANOKE: Roanoke Hdwe. Co., Inc., C. H. CHRIS- 
MAN, buyer of practically all lines, on vacation Oct. 
12-21, motoring to the wholesalers and manufacturers 
convention in Atlantic City and a visit to New York. 


Washington 
SEATTLE: Schwabacher Hdwe. Co., JAMES B. 
CUMMINGS, buyer of housewares, electrical appliances, 
radios, and stoves, on vacation Aug. 19-Sept. 5, by 
motor to British Columbia. 


Wisconsin 


MANITOWOC: J. J. Stangel Hdwe. Co., HARVEY 
J. STANGEL, on vacation July 1-15, motoring to Land 
O’ Lakes, Wis., for the fishing. 


West Virginia 
HUNTINGTON: Emmons-Hawkins Hdwe. Co., W. E. 
WHEELER, supervises buying of all lines, on vacation 
July 6-29, by train to California. 


WESTON: Danser Mfg. & Supply Co., A. E. BORAM, 
buyer of plumbing, hardware, and electrical lines, on 
vacation, Aug. 1-15, motoring to Canada. 


WILLIAMSON: Persinger Supply Co., E. A. TERRY, 
buyer of hardware, mill and mine supplies, and electri- 
cal lines, on vacation Aug. 5-Aug. 19; A. P. PER- 
SINGER, on vacation July 20-30, fishing in Maryland. 





All wholesale hardware buyers are invited to send details 
relative to their coming 1940 vacations to HARDWARE AGE. 
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JACKSON, Wickwire 
¢ elected president of the Eastern Hardware Golf 
Association during its sixth annual golf tournament at 
Virginia Beach, June 6-8, Stanley Woodward. Continen- 
tal Roofing Mills, played his way to the 1940 golf cham- 


pionship of the Association. 








L. B. Jackson Heads Eastern Hardware 
Golf Ass’n—S. Woodward New Champ 


was May Hdwe. Co.; E. W. Heymann, Edw. K. Tryon Co.; 
E. E. Baldwin, Corbin Screw Corp., and for three years, 
John O. Findeisen, American Fork & Hoe Co.; Stuart A. 
Russell, J. Russell, and L. A. Hoeflich, Supplee-Biddle 
Hdwe. Co., Philadelphia, Pa. 

Golf winners in addition to the new champion, are: 
runner-up in the first flight, H. C. Gilliam, Wood Shovel 


‘r officers elected are: first vice-president, Peter A. 4 : ; : ss 

Other officers elected are first vice pre —- Peter \ & Tool Co.; second flight, winner, L. K. Simons, Alan 
Igoe. Igoe Bros.; second vice-president, M. R. Peck, The Wood Steel Co.; runner-up, H. Cunningham, Ames 
McKay 5 CORPERETy CeRaeTEr, Gilliam, Wood Baldwin, Wyoming Co.; third flight, winner, M. R. Peck, 
Shovel & Tool Co.: and tournament new The McKay Co.: runner-up 7. Vander Horst, Wm. H. 
office) E. T. Fraim, If, E. T. Fraim Lock Co. On the Cole & Sons; fourth flight, winner, A. M. Coath, Frank 
board of governors for one year are: E. Griswold: Winne Co.; runner-up, M. E. Firor, Fries, Beall and 
R. W. Chamberlain, The Stanley Works; Lloyd Vander Sharp, Inc.; fifth flight, S. G. Russell, Columbian Rope 
Horst, Wm. H. Cole & Sons: for two years, Leo C. May. Co.; and runner-up, FE. C. Griswold. 














Left to right: 1—Eugene J. Foley, Bayonne Steel Products Co., and Robt. E. 
Doti, Igoe Bros. Mr. Foley is holding the “Tin Cup” which he won for highest 
qualifying score. Ever since the Eastern Hardware Golf Association was formed, 
it has been a tradition that the winner of the cup fill it with champagne and pass 
it around. Because of world-wide conditions, Mr. Foley started a new idea. He 
filled the cup with beer and donated a check for $50.00 to the American Red 
Cross. This innovation made a great hit with this group of hardware golfers. 
2—-John Stauffer, Herr & Co. 3—John Thierault, Samson Cordage Works. 4— 
lames H. Watters, Watters & Martin. 5—Geo. A. Fernley, sec’y.-treas., NWHA, 
ind S. Horace Disston, Henry Disston & Sons Co., Inc. 6—Roy E. Pinniger, 
Cyclone Fence Co., and E. A. McKenna, North Bros. Mfg. Co. 7—Perley Chase, 
Chase Parker & Co., retiring president of the organization; Stanky Woodward, 
Continental Roofing Mills Co.; winner of grand prize and the new champion, and 
H. L. “Flick” Gilliam, Wood Shovel & Tool Co., secretary-treasurer, Eastern 
Hardware Golf Ass’n., and runner-up in the golf finals. 8—Carl B. Waller. 
Underhill, Clinch & Co., receiving first drink from “Tin Cup” held by Mr. Foley 
Mr. Waller was the winner of the first cup of this group and started the 
champagne tradition. 9—-Geo. L. Earle, North Wayne Tool Co.; L. B. Jackson, 
Wickwire Bros., new president of the group; Russ Massey and Jay C. Miller. 
Bethlehem Steel Co., and O. A. Lanchantin, J. K. Larkin & Co. 10—Harold 
Cunningham, Ames-Baldwin-Wyoming Co.; Ted Heymann, Edw. K. Tryon & 
Co., and in the rear, Lou Hoefflich, Supplee-Biddle Hdwe. & Supply Co. 11 
Fred Smith, Wm. H. Coleman Co.; Jack Simons, Alan Woods Steel Co., ana 
Amos Coath, Fxink W. Winne & Sons, Inc. 12—Arthur P. Goldsmith, Taylor 
Steel & Wire Co.; Howard Jenkins, Nicholson File Co.; A. G. Gilfillan, Edw 
K. Tryon Co.; J. C. Hendrickson, The McKay Co., Lloyd C. Smith, Nicholson 
File Co.; R. W. Chamberlain, Stanley Works, and Harry J. Strugnell, Reming- 
ton Arms Co., Inc. 13—-Keen Markey, Ames-Baldwin-Wyoming Co., and John 
Findeisen, American Fork & Hoe Co. 14—-E. J. Van Bushkirk and Chas. 
Ballinger, Landers, Frary & Clark, and Gerald Cohalan, Stanley Works. 15 
Mark Reilly, Irwin Auger Bit Co.; Peter Igoe, Igoe Bros., and P. H. McLeod, 
American Steel & Wire Co. 16—B. B. Wood, Wood Shovel & Tool Co.; Hanson 
Thomas, Russell Birdsall & Ward Bolt & Nut Co.; Wm. Hansen, Hansen & 
Yorke, and M. R. Peck, The McKay Co. 17—-A. P. Hendricks, Hendricks & 
Howell; Emil Cook, Masback Hardware Co.; E. L. Fenn, Millers Falls €o.: 
‘. E. Drazan, National Screen Co.; E. H. Talmon, Imperial Knife Co., and 
W. W. Hulfish, Worth Hulfish & Sons. 18—J. W. Patterson, American Steel 
& Wire Co.; Howard Holland, Holland Tack Co.; Jack Simons, Allen Wood 
Steel Co., and Harry Jennings, American Steel & Wire Co. 19—Amos Herr 
Herr & Co.; F. Marion Willis and W. J. Brodesser, R. F. Willis & Bros. Co.. 
and Stuart M. Jones, New York Wire Cloth Co 





Left to right: 1---Ed Welty, Oliver Iron & Steel Co., and Harry Zulauf, 
Union Fork & Hoe Co. 2—S. G. Russell, Columbian Rope Co., and Howard 
Kenyon, Minnesota Mining & Mfg. Co. 3—Ted Heymann, Edw. K. Tryon & 
Co.; John Stedder, Cyclone Fence Co., and Wm. Steytler, Jones & Laughlin 
Steel Co 4—Ed S. Norvell, E. C. Atkins & Co. 5—Geo. E. Hopf, Henry 
Disston & Sons Co., Inc. 6—A. G. Kimball, Landers, Frary & Clark, and Frank 
L.. Campbeli, Fayette R. Plumb, Inc. 7—R. O. Recknagel, Corbin Screw Corp. ; 
Aubrey Hagar, T. C. Ulmer Co.; Russell Hoehl and Wm. Rave, Russell Bird- 
sall & Ward Bolt & Nut Co. 8—Sec’y.-Treas. H. L. Gilliam, Wood Shovel & 
Tool Co.; Tournament Manager Ned Fraim, E. T. Fraim Lock Co.; newly 
elected president L. B. Jackson, Wickwire Bros, and Champion Stanley Wood 
ward, Continental Roofing Mills Co. Sec’y. Gilliam was runner-up in the finals. 
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ADVANCES 


Wood screws. Machine screws. Stove bolts, nuts. 

Competitively priced glass knobs, glass knob lock sets. 

Cotton duck. Zinc. Hair-felt weatherstripping. 

Some grades bronze welding rods. Paper and pulp. Round leather belting. 
Rubber covered wire. Some truck tires. Bristles. Sponges. 


One flashlight display deal. 





Galvanized ware 
facturers of galvanized ware recent- 
ly withdrew prices. 

* - * 

Wood and machine screws- 
Advances of about 10 per cent have 
been announced by leading manu- 
facturers on all types of wood 
screws. Advances on machine screws 
will approximate 20 per cent. 

. * 7 

Stove bolts and nuts—<Ad- 
vances approximating 20 per cent 
have been announced by leading 
makers of stove bolts and nuts. 

* * * 

Cabinet and portable heaters— 
Prices on one line of portable and 
cabinet kerosene oil heaters recent- 
ly declined approximately 5 per cent. 

* _ _ 

Glass knobs—Prices of lead- 
ing makes of competitively priced 
glass knobs and glass knob lock sets 
were recently advanced about 10 per 
cent. 

— s * 

Chain—With improving de- 
mand there is belief that third quar- 
ter chain prices will be stronger. 
Leading companies are now declin- 
ing orders for later delivery at re- 
cent low figures. 

+ 7 a 

Cotton duck—A further mark- 

up on cotton duck was announced 
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Some manu- 


on June 14, averaging about 6 per 
cent. Prices on sash cord and cot- 
ton clothes lines have been strength- 
ening. 





ADVANCES 
EXPECTED 


Bronze weatherstrip. Non-metallic 
sheathed cable. 





Inlaid Linoflor—A reduction 
of approximately 13 per cent in the 
price of Armstrong’s Inlaid Linoflor 
has been announced by the Arm- 
strong Cork Co., Lancaster, Pa. 
Prices, on the company’s linoleum 
and felt base floor coverings were 
not affected. The announcement 
pointed out that economies in manu- 
facturing and packaging of the prod- 
uct and a reduction in gage make 
the lower price possible. 

.s * * 

Zinc prices—On June 12 a 
rise of 4% cent per pound on sheet 
and ribbon zinc reflected a strength- 
ening demand and higher prices on 
slab zinc. This was the first change 
in sheet zinc prices since Jan. 12 of 
this year, when prices were reduced 
14 cent. Several brass mills have 


initiated higher prices, while the de- 











mand and tke market for lead also 


continue strong. 
* * * 


Weatherstripping — Quota- 
tions for fall are in the hands of 
wholesalers with some mark-ups on 
hair-felt stripping, averaging about 
5 per cent, and it is believed that 
there will be higher prices to come 
on bronze weatherstrip. Fear of a 
shortage of jute used in the felt 
stripping is causing the manufactur- 
ers to recommend prompt buying. 

* * * 

Bronze welding rods—Effec- 
tive June 12, Linde Air Products 
Co., New York City, raised prices 
slightly on bronze welding rods, to 
25 cents per 100 pounds over the 
schedules put out last February. Six 
grades were affected, but there was 
no increase on No. 19 Cupro Rods, 
or Everdur bronze rods. 

* * * 

Box board and containers— 
All shippers and makers of cartoned 
or burlapped products are feeling the 
war rise in papers and jute. Burlap 
imports, as well as those of jute 
twines, are seriously curtailed by in- 
terference with sea transport from 
southern Asia. A tremendously in- 
creased demand from all over the 
world for all grades of paper and 
pulp, to replace the Scandinavian 
supply, is to a considerable extent 
responsible for the strength in these 
markets. The latest moves, for third 
quarter delivery, by major Canadian 
producers, have been added mark- 
ups of as much as $7.00 to $11.00 
per ton. This growing scarcity and 
the price rises have led to heavy 
forward ordering of paper and the 
products thereof in nearly ll 





DECLINES 


One line portable and cabinet 
heaters. 
Some makes inlaid Linofior. 
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PRICES 
WITHDRAWN 


Some makes galvanized ware. 











branches of the industry. The Fold- 
ing Paper Box Association’s prelim- 
inary index of orders booked by 
members during May climbed 24 per 
cent above last year, and officials 
feel that the buying movement is far 
from spent. 
* * * 

Round leather belting—Lead- 
ing manufacturers of round leather 
belting recently advanced prices 10 
per cent to conform with the ad- 
vances averaging 10 per cent on flat 
leather belting which were put in 
effect last fall. 

” * * 

Non-metallic sheathed cable 
—Leading manufacturers recently 
announced advances of about 5 per 
cent to distributors. While this ad- 
vance does not at present affect the 
retail dealer there is the possibility 
of a similar rate of advance, to the 
retail trade, at a later date. 

* & 

Rubber covered wire—Ad- 
vances of from 5 to 15 per cent 
were recently announced on rubber 
covered wire, the rate of advance 
depending upon the zone. The meth- 
od of selling this wire has been 
changed, new sheets listing five 
freight zones, the rate of increase 
depending upon the zone. 

* * * 

Truck tires—Some manufac- 
turers have advanced the prices on 
some casings from 2 to 3 per cent. 

* & 

Plumbing lines—A fine gain 
over 1939 figures is reported from all 
quarters on plumbing accessories, 
due to this year’s lively residential 
building record. Tubs, lavatories 
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and other enamelware, as well as 
brass fittings, have been running 15 
to 20 per cent ahead of last year’s 
sales figures to date. Wholesalers 
report that some makers of tubular 
brass goods are four to six weeks 
behind on shipments. Steel pipe and 
fittings prices are firmer. Recent 
statistics on oil burner shipments 
are interesting, for the first four 
months of this year. These were up 
sharply to 51,649 units, compared 
with 37,723 units in the same period 
of last year, according to the U. S. 
Department of Commerce. April 
shipments totaled 14,394 units as 
against 10,640 in April a year ago. 
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Ok Wholesale Hardware 









-With the con- 


Paint brushes 
tinued difficulty of obtaining Chinese 
bristle imports, prices on_ bristles 


are considerably higher priced. 
* * * 


The sponge situa- 
tion is one of difficulty and scarcity 
and there will undoubtedly be fur- 
ther shortage later on. Prices are 
already rising. 

* % * 

Flashlight deal display—Win- 
chester Repeating Arms Co., New 
Haven, Conn., recently announced 
an advance in the price of its No. 
K-59 flashlight deal display. The 
new retail value of this combination 


Blackboard 


fates 


Sponges 





By Geographic Regions, for April, 1940 


OMPILED RY THE 


EF 


ARTMENT OF COMMERCE 


TOTAL HARDWARE 


States comprising regions: 





New England—(Conn., Maine, Mass., N. H., R. 1, Vt.) 


Middle Atlantic—(N. J., N 
East North Central—(IIl., 


East South Central—(Ala., Ky., 


° V¥. Pa.) 

Ind., Mich., Ohio, Wis.) 

West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., 
Miss., 


Ss. D.) 
Va., W. Va.) 
Tenn.) 


West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. 


Pacific—(Calif., Ore., Wash.) 


M., Utah, Wyo.) 
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Nk Wholesale Hardware Inuentorues 


By Seographic Nequont 


Stock-sales ratios are percentages obtained 


sales of an identical group of firms. 


is $7.74, the dealer price at $5.16. 
The retail price of the case con- 
tained in this deal is 69 cents, com 
plete with two No. 1511 Winchester 
10-cent unit cells. 

Hardware sales—The U. S. 
Department of Commerce recently 
reported on sales of hardware manu- 
facturers in April, which showed an 
increase of about 7 per cent over 
March, and an increase of about 19 
per cent as compared with April last 
year. Sales in the first quarter were 
reported about 5 per cent higher on 
the average than in the same period 
last year. April sales of wholesalers 
of hardware and allied products 
were 8 per cent higher than in 
March, and about 18 per cent higher 
than in April a year ago. 

* * * 


Dual Shavers sales—R. H. 
Alexander, sales manager, General 
Shaver Division, Remington Rand, 
Inc., Bridgeport, Conn., reports that 
orders booked in May were more 
than three times greater than in 
May, 1939, and even exceeded those 
booked in April of this year. 

x & * 

Summer sport accessories 
The season is on for large sales of 
vacuum bottles and picnic kits, for 
popular priced pocket and wrist 
watches, and for flashlights and gog- 
gles to name only a few of the vaca- 
tion accessories which retailers say 
are now unusually active. 

* *& *# 


Builders’ hardware—Whole- 
salers have noted a recent sales pick- 
up on lock sets, latches and cabinet 
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by dividing the cost value of stocks by 


hardware. Screen and screen door 
hardware are having a late. but now 
busy, season. 

* * * 


Window shades Venetian 


blinds—The rapid gain in Venetian 
blind installations is always acceler- 
ated in the summer months, so that 
manufacturers and installers are now 
especially rushed. Among the num- 
ber of new makers in this field are 
many producing fiber and _ fabric 
blinds. 
* * * 

Fertilizer sales gain—Total 
fertilizer sales as indicated by sales 
tags in 17 states amounted to 406,- 





474 tons in May, a gain of 4 per cent 
over the same months last year and 
23 per cent above May, 1938, ac- 
cording to the National Fertilizer 
Association. Total sales in the 17 
states for the 11 months from July, 
1939, through May, 1940, were 52,- 
000 tons larger than in the same pe- 
riod in 1938-39. 
* * * 

Steel production—While steel 
ingot production did not advance, 
this week, as much as might have 
been expected had work not ceased 
on French orders, the rate for the 
country gaind a point and a half to 
87 per cent, slightly above the best 
rate of last January, says the June 
20 issue of The Iron Age. Our own 
defense program has as yet made 
only a dent in our steel capacity. Al- 
though appropriations have been 
made by Congress and some con- 
tracts awarded, notably for naval 
shipbuilding, steel orders are not yet 
heing received by the mills in large 
volume for such work. Other than 
export tonnage, much of the current 
steel business is from domestic fab- 
ricators not yet engaged in war 
work, 

* *& 

Building contracts—F. W. 
Dodge Corp., New York City, re- 
ported a further May rise in con- 
struction contracts, in the 37 states 
east of the Rockies—to a new 1940 
high—9 per cent over April and 612 
per cent over May, 1939. The prog- 
ress of the war evidently did not 
discourage residential building, con- 
tracts in this class gaining 9 pet 
cent over the year-ago month. 
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Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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HE last 
has left the retail hardware store 
of Stebbins & Baldwin and the 


clerks are starting home at the 


customer 


close of the day’s work. Tracy 
Stebbins, the senior partner, is 
standing in the aisle dropping axe 
handles on their ends on the floor 
and assuming a listening attitude. 
Howard Baldwin, his partner, 
looks at him. 
BALDWIN: Say, Trace, what in 
thunder are you doing? 
STEBBINS: Testing axe handles 
by sound. Just read an article in 
the June 13th issue of HARDWARE 
AcE that says if you drop the end 
of a handle on a hard surface you 
can tell its quality. The good ones 
give a clear, ringing sound. 
BALDWIN: Might know you've 
been reading again. You're the 
readingest man I ever saw. 
STEBBINS: Well, 1 frequently 
see you reading HARDWARE ACE. 
BALDWIN: Of course I do. I'd 
be a chump if I didn’t. I’ve only 
finished the first two stories in this 
issue so I’m taking it home with 
me tonight. That article on “Vis- 
ual Automatic Stock Display and 
Control” was a honey, wasn’t it? 
STEBBINS: Vil say it was! And 
I didn’t see anything wrong with 
the other one you read about “Bab- 
cock Keeps His Capital Turning.” 
It gave you a mighty good idea of 
how to keep things moving in a 
store. Wait until you read the 
story about The Wright Hardware 
Co. in Manhasset, N. Y. though. 


There’s a firm that has capitalized 
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on a private parking lot. They 
have the back of the store fixed up 
until it looks a lot better than the 
fronts of a good many stores. Cus- 
tomers leave their cars in the park- 
ing lot and by the time they enter 
the back door they’re in a first- 
class buying mood. Read it for 
yourself! 

BALDWIN: That’s just what | 
intend doing—just as soon as din- 
ner’s over. What else is there in 

that issue? 

STEBBINS: Well there’s a very 
good one on the subject of sales 
aids and there’s also a two-page 
spread of pictures and captions 
showing what manufacturers are 
actually putting out in the way of 
display helps. Mighty interesting. 
I'd call both of them. Then there’s 
a short one about a firm that is in 
a town of 8,000 and sells a quart 
of paint per inhabitant every year. 
That’s what I'd call painting the 
town. Then there’s another short 
about a firm in Long Island, N. Y., 
that used goldfish aquariums as a 
special for a three-day sale. 

BALDWIN: You couldn't call 
them “poor fish” could you? By 
the way is there anything on the 
N.R.H.A. convention in New York 
next month? 

STEBBINS: Four pages of it. 
And plenty of pictures showing 
various points of interest. Look 
it over tonight! And now what 
do you say if we call it a day? 

BALDWIN: O.K., let’s go! 

—G.MLS. 








SEND US YOUR 
FENCE AND METAL 
SPECIALTIES 
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Are you well informed when your customers 
inquire about fence and metal specialties, or 
do you pass up the inquiry? Many dealers 
have equipped themselves with Stewart liter- 
ature to serve their customers better and at 
the same time earn a neat profit by knowing 
where and how to purchase these specialties. 
Let us tell you more about this plan. You 
make no investment, nor are you required to 
stock any merchandise 
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Stewart Chain Link Wire Fence and Entrance 
Gates for residential or industrial property are 
manufactured in many types and heights, from 
low lawn fence to the high fence with barbed wire 
overhang arrangement. 
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Stewart Ornamental Iron Fence and Entrance 
Gates are available in a wide variety of designs 
and types to meet all requirements, from the 
modest cottage to the largest estate. 

Stewart Iron and 
Wire Specialties cov- 
er a wide range. 
There are Wire and 
Iron Window Guards, 
Wire Partitions, Slid- 
ing and Folding 
Gates, Settees, Steel 
Folding Chairs, Orna- 
mental Iron Bracket 
and Pier Lanterns, 
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Investigate today. Send for literature and 
complete details. Others have increased their 
earnings—so can you. The Stewart Plan 
costs you nothing. All you invest is your 
time. Your inquiry places you under no 
obligation. When writing please mention 
products in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
737 Stewart Block, Cincinnati, Ohio 
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1940 “Therm-A-Jug” 

In this one-gallon model 146-0 Deluxe 
“Therm-a-Jug” with handy spigot, foods 
or liquids may be kept hot or cold for 





hours. Has new non-settling “Fiber- 
glas” to give greater insulation over 
other methods; 20 per cent lighter, 
sanitary vitrified stoneware interior is 
said not to break due to thermal shock; 
non-rusting, sealing cap complete with 
four, large, aluminum drinking cups that 
fit in opening under seal; round, com- 
fortable swinging handle; three-dimen- 
sional, high-gloss finish, baked to rock- 
hardness by infra-red ray baking for 
greater durability and added beauty. 
Other models available in one-half to 
two-gallon sizes. Knapp-Monarch Co., 
St. Louis, Mo. 


Tubular Door Latch 


Champion Hardware Co., Geneva, 
Ohio, is distributing a new tubular 
screen door latch. Outstanding features 








of the device include ease of installa- 
tion and geared action. Two % in. holes 
are bored and the latch is easily and 
quickly placed in position, eliminating 
gouging and chiseling. All movable 
parts are contained within the tube, the 
geared action permitting free use of 
knob or lever in either direction. Two- 
way compression springs give smooth, 
noiseless action. Bolt action is indepen- 
dent of both handles. Of standard de- 
sign and sturdy construction, the latch 
is attractive and distinctive in any one 
of many finishes. 


Bicycle Lighting Unit 

The Delta Electric Co., Marion, Ind., 
has announced Model A-1987 “Nu-Nite- 
master” bicycle lamp. This unit is 
built around the new, long, 6-volt bi- 
cycle battery, which is especially de- 
signed for bicycle use and because of 





its elongated shape, lends itself to 
mounting on the bicycle frame readily. 
Headlight is finished in lustrous white 
enamel, chrome lens ring, foil covered 
wire and visor lens, practically un- 
breakable. Battery case has switch on 
side and rustproof brackets for mount- 
ing, also finished in white. List price 
is $2.29, complete less battery. Model 
A-1901 Battery Case only is available 
at a list price of $1.00. 








New and Improved Merchandise—Display Helps—Sales Literature— 


Low Cost Window Ventilator 


This new sturdy metal unit known 
as the “Windovent” has an adjustable 
width that adapts itself to windows from 





20 to 36 in. width in homes, offices and 
factories. It requires no glass, and will 
not crack or break under ordinary usage 
or rough handling. 

According to the manufacturer, “Win- 
dovent” protects room from drafts, wind- 
driven rain or snow just as effectively as 
the metal and glass type, without re- 
quiring that it be handled with great 
care to prevent breakage. It does not 
interfere in any way with the opening 
or closing of window. Standard finishes 
are in ivory, green and white, but other 
colors are supplied where desired. 
Patent Novelty Co., Fulton, Il. 


Lathe Filing 


The research department of Nichol- 
son File Co., Providence, R. I., has pre- 
pared a bulletin on the subject of lathe 
filing. This report covers method of 
holding the file, pressure to be used, 
theory of the long angle, and why it 
prevents pinning up and _ scratching. 
Copies of this report are available on 
request. 
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for Retail Hardware Stores 


Coleman Kitchen Range 


The new Coleman “Culinart” kitchen 
range, burns either natural gas or lique- 
fied petroleum gas. Has adjustable “Ex- 





tenso” top, which is an independent 
unit, mounted on ball bearing rollers 
and which, when extended, provides 
greater usable working space right at 
the range than the conventional type 
range. The four burners, in line at the 
back of the range, are at standard 
height. Plenty of space for large cook- 
ing utensils permits the full use of all 
burners at once. The “Extenso” Top is 
slightly lower than the burners. This 
places the gas control valves at con- 
venient locations, yet out of the way of 
the operator and out of the reach of 
small children. It also incorporates 
other features such as beauty, cleanli- 
ness, cooking speed, easy heat regula- 
tion, completely insulated oven, smoke- 
free and odor-free broiler, ample stor- 
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Window Trims—New Packages—New Colors—Catalogs 


age space for utensils, automatic oven 
temperature control, minute minder, 
condiment sets, lamp for useful light. 
The Coleman Lamp and Stove Co., 
Wichita, Kan. 


Lufkin Inside Micrometers 
The Lufkin Rule Co., Saginaw, Mich., 


announces the No. 80 Series inside mi- 
crometers. Lower in price than the No. 
680 Series, they are designed for those 
mechanics not requiring various of the 
features found only in the No. 680 line. 
In the No. 80 inside micrometers the 
range is obtained by use of extension 
rods and collars, No. 80A having six 
rods and a one-half-inch collar and 
range from 2 to 8 in., while No. 80B 
has ten rods and a half-inch collar and 
range from 2 to 12 in. Both have half- 











inch movement of screw. On these in- 
side micrometers provision is made for 
adjusting tension and taking up wear 
on the screw. Contact points of the rods 
are adjustable for maintaining their in- 
dividual length. All contact points are 
hardened and ground. A handle can be 
supplied on either one of these tools 
and either can be furnished with plueh- 
lined case. 


See bres 









Composition Handle 
Hand Drill 
This new hand drill announced by 


Stanley Tools, New Britain, Conn., has 
a transparent, composition handle which 





contains eight drill points 4/64 in. to 
11/64 in. The steel chuck and three 
tool steel jaws firmly hold drill points 
up to %4 in. in diameter. The 3% in. 
speed gear and double pinion have ma- 
chine cut teeth. The composition handle 
is amber color and has a red finished, 
wood screw cap. The knob and gear 
are also lacquered red. Other steel parts 
are nickel plated except the chuck 
which is*polished. Suggested retail sell- 
ing price, $3.00. 


Wire Rope Clip 


This new wire rope clip according to 
the manufacturer—the Thomas Laughlin 
Co., Portland, Maine, in tests indicates 
a 20%-30% increase in holding power 
and a marked lessening of rope distor- 
tion. Results are attributed to a few 
simple features: bolts and _ identical 
bearing surfaces on opposite sides 
equalize the pressure on the rope. 
Ease of application, fewer accidents 
and savings in rope are among the ad- 
vantages claimed by the manufacturer 
of the new “Safety” clip. 








Cartridge Sample Kit 


Recently the salesmen of Western 


Cartridge Company, East Alton, IL. 


and Winchester Repeating Arms Com- 
pany, New Haven, Conn., were equipped 


SUPER SPEED 
*Siivertip- 





with a new, jewelry type sales kit con 
taining cartridges with “Silvertip” con 
trolled, expanding bullets. The kit is 
of deep blue leather with the brand 
names stamped in silver ink on the in- 
side lid. The kits are sampled with com 
plete .30-06, and .30-30 cartridges: a 
30 caliber Silvertip expanding bullet; 
cross-section of the same bullet; fired 
and recovered .30 caliber bullet) and 
cross-section of a fired bullet. 

The bullet samples show the design 
and construction; the thin inner jacket 
of “nickel silver” to protect the soft 
lead core, and the outer tough “Luba 
loy” jacket encasing both the lvad core 
and “nickel silver” jacket. The fired 
bullet, maker states, is not torn into 
strips by the expansion of the lead core 
but is rolled back into a curl forming 
a supporting shoulder, preventing dis 
integration and consequent loss of bul 
let weight, and insuring controlled de 
layed expansion, deep penetration and 
positive mushrooming at all hunting 
ranges, the chief characteristics of the 
“Silvertip” expanding bullet 


12-In. Oscillating Fan 


The “Scatter Breeze,” a 12 in., non 
oscillating fan, features beauty of de 
sign, efficient operation, and low price. 





Ihe FS 12 X “Scatter Breeze” is said to 
give the performance of a 12 in. oscilla- 
ting fan at less than the usual price of 
10 in. oscillator. The patented Victor 
breeze spreader is designed as an in 
tegral part of the fan to enable the 
“Scatter Breeze” to deliver steady, cool 
breezes over 70 per cent more area. A 
uniform movement of air is delivered at 
the rate of 900 c.f.m. developed by 
1540 r.p.m. Finished in light gray with 
Silchrome blades. Priced to sell at 
$12.95 retail. Victor Electric Products, 
Inc., 2950 Robertson Road, Oakley, Cin- 
cinnati, Ohio. 


*“Revolvo” Stock Cabinets 


No. 100C bolt cabinet is 41 in. high 
and requires circular floor space 1614 
in. diameter. Regularly composed of 
10 sections, 10 compartments each, 5 in. 
wide at face. Compartments are ad- 
justable. Purchase of extra dividers will 





make a maximum of 200 compartments; 
possible minimum, 50 compartments. 
No. CDP-550 bolt cabinet is 26 in. high. 
bottom section is 20 in. diameter; sec- 
tions tapering in diameter of 18 in., 16 
in., 14 in., and 12 in. to top sections. 
Designed for bolts and small parts and 
for use on counter or work bench. 
Wellston Mig. Co., Wellston, Ohio. 


Goodrich Red Book 


The 1940 edition of the Goodrich Red 
Book is now available for the tire, bat- 
tery, and automotive accessories trades 
for use as a product catalog and mer- 
chandising guide, it is announced by 
The B. F. Goodrich Co., Akron, Ohio. 
Attractively printed and illustrated in 
color, the booklet covers complete mer- 
chandise lines with brief selling se- 
quences highlighted for easy dramatiza- 
tion of sales stories by dealers. Sec- 
tions are devoted to tires, batteries and 
other important Goodrich products in- 
cluding radios, accessories and tire and 
tube materials. 


Schick Shaver for Women 


This new feminine shaver announced 
by Schick Dry Shaver, Inc., Stamford, 
Conn., will be marketed as the principal 
feature of a compact kit to be called 





the “Lady Schick” and will include in 
addition to a new and attractive electric 
shaver model and its operating access: 
ries, a new cream designed to softe: 


and lighten the re-growth of superfluous 
hair. 

The “Lady Schick” shaver operate: 
on both DC and AC current and is pro- 
vided with the new Schick “Whisk-it” 
device for catching all hair clippings, a 
brush for cleaning the shaver and a 
cord and plug. It can be used wherever 
there is an electric outlet and can also 
be employed with the new special 
Schick 110-volt| dry battery recently 
introduced by the company. 

The new Schick cream is an exclusive 
product, delicately scented and grease- 
less. It is for application immediately 
after using the “Lady Schick.” Its pur- 
pose is to bleach the re-growth of hair 
to a fine, downy texture and to keep 
the skin soft and smooth. The entire 
kit is supplied at $15 in a suede bag 
which comes in two colors, Chinese 
crimson and aquamarine. 


Electric Fence Charger 

“Big Six” deluxe model here illus- 
trated shows position for battery and 
instrument panel containing fence and 
battery testing meter and rotary switch. 
Meter and rotary switch have been de- 
signed to check the entire fence line or 
battery at any time simply by turning a 
switch. Current output also controlled 
by rotary switch, providing either low, 
medium, or high voltage. Mechanical 
unit equipped with oil-sealed, double- 
shield ball bearings that never require 
oiling. Farm Electric Mfg. Co., Inc.. 
1420 Wabash Ave., Kansas City, Mo. 
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Pocket-Size Scale 

Hanson Scale Co., 523 North Ada 
St., Chicago, Ill., announces the new 
“Viking, Jr.,” newest of the straight 
line spring balances, to retail for 25c. 





It has a range of 25 lbs. graduated in 
half pounds. Has the telescopic draw 
bar construction with tempered steel, 
tested-for-accuracy, spring. The mech- 
anism is entirely enclosed, protected 
from falls and knocks. Reading the 
scale is quick and easy, because of the 
black and white lithographed face. 
Has a load-carrying hook that is free 
swinging—that can be turned in any 
direction. 


“Defiance” Expansive Bits 

An addition to the “Defiance” line of 
boring tools are these new expansive 
bits. They are forged from special steel, 








and heat treated. Screws, spurs, and 
cutters are machined for clean boring. 
No. 1228 is for holes % in. to 2 in., No. 
1229 for % in. to 3 in. Each bit comes 
with two graduated cutter heads. Stanley 
Tools, New Britain, Conn. 


New Winchester Spotlights 


Built to take advantage of the new 
Mazda PR-4 pre-focussed flashlight 
lamp’s design and efficiency, one of the 
new, small, two-cell junior fixed focus 
spotlights recently announced by Win- 
chester is said to throw a 500-ft. beam 
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of light. These spotlights carry the 
name “Detective Special” and will be 
merchandised as summer specials for 
young purchasers. Complete with two 
batteries and lamp, the lights will re- 
tail for 79c. 

Detective Specials will be made in 
two attractive finishes. One is solid 
22K copper throughout; the other will 
have a chromium-plated brass barrel 
and solid 22K copper “head” or re- 
flector and lens housing, switch button 
The new-design guard- 
rail switch, streamlined, which gives 
lock-off and flash contact. Spotlights 
will be sold in Deal No. 79, consisting 
of three of each style of light packed 
in two colorful new “3-3” space saver 
displays and 24 No. 1311 Winchester 
Plastic Seal Hi-Power flashlight bat- 
teries. Winchester Repeating Arms Co., 
Division of Western Cartridge Co., New 
Haven, Conn. 


and end cap. 


Two Grinder Lines 

Luther Grinder and Tool Co., Fond 
du Lac, Wis., announces two new lines 
of grinders. The new Luther “400” 
Line of hand tool grinders features a 
differently shaped gear case than was 
previously used. This new case, it is 
said, gives the grinders a sturdier ap- 
pearance, and adds generally to the 
sales appeal of the line. The grinders 
are attractively finished in red and 
black. They are available with either 
“Carborundum Aloxite” brand wheels 
or Dimo Grit vitrified wheels. The other 
is the improved light duty power grind 


er. It is an all around light power 
head, for sharpening any and all tools. 
Grinding wheels may be replaced with 
buffing or polishing wheels for cleaning 
and scouring. Features of the light duty 
power grinders are babbitted bearings, 
wheel guards, adjustable tool rests, all- 
purpose pulley, fast cutting high grade 
abrasive wheels. Three models, to ac 
commodate 4, 5 and 6 in. wheel sizes, 


are available. 








For fast, easy-to-maxe 
sales that stick, show 
this newest steel tape 
sensation! Lufkin 
Chrome Face Steel 
Tapes are not only 
easy to read (with jet 
black markings on 
satin-chrome back- | 
ground)—but they ap- | 
peal to the men who — 
want durability too. 
They're metal through- 
out, rust resisting, and 
won't crack, chip or | 
_peel. The “Leader” 
shown here, in a stur- 
dy imitation leather 
case, retails at a popu- 
lar price. The “ Anchor.’ 
in leather case, retails 
for slightly more. 


CATCH THEIR EYES WITH THIS DISPLAY 


Let this attrac- 
tive display 
help you sell 
more! It is fur- 
nished free with 
your order for 
one fifty foot 
“Leader.” Say: 
“With Display 
Easel.” 
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Fuse Display Paekage 


The Handy Five-Pack for Royal Crys- 


tal fuse plugs occupies less than five 
square inches of counter space and is 





handsomely designed in eye-attracting 
colors. Larger quantities in display 
cartons also available. Royal Electric 
Co., Inc., Pawtucket, Rhode Island. 


Pliers & Plier-Action Tools 


The Wm. Schollhorn Co., New Haven, 
Conn., has announced the publication of 
an Engineering Hand Book, of 73 pages, 
giving full sized detailed drawings of 
all its Bernard pliers and plier-action 
tools. This new book is the loose-leaf 
type, so that any page may be removed 
for use on a drawing board and then 
replaced. This Engineering Hand Book 
has been produced as an aid to the 
many manufacturers who purchase Ber- 
nard tools or parts and then convert 
them into production tools for specific 
operations. On the first two pages of 


the Engineering Hand Book are shown 
24 of the “specials” made by the com- 
pany. These show the wide variety of 
uses to which Bernard plier-action may 
be adapted. Because of the heavy cost 
of producing this book, the company is 
obliged to set a nominal price of 25 
cents a copy. Any one of our readers 
may secure a copy by writing the com- 
pany’s engineering department. 


License Tag And Key Ring 


Key tags consists of all-metal case 
and interchangeable license number 
insert, in miniature, and an unbreak- 





able, transparent cover. Number is 
easily changed and any name or de- 
sign can be engraved at back of holder. 
Retail prices, $1.00 for nickel silver, 
$3.00 for sterling silver, and $35.00 for 
14-karat gold; 1941 refill costs 10 cents. 
Le Roco, Inc., 236 W. 55th St., New 
York City. 


Plastic Flashlight 


Said to be non-inflammable and non- 
warping, this flashlight is of molded 
plastic and designed to answer needs 





of industrial requirements, advertising 
premiums, and over-the-counter sales. 
Case has screw-plug in end for easy 
removal of batteries, and also storage 
space for reserve bulb. Gits Molding 
Corp., 4600 Huron St., Chicago, Ill. 


Termite Control 


Diclorocresol—for soil treatment and 
termite-infested wood. Said to be pene- 
trating and lasting. Retails for $1.65 


eae — 
per gallon. Dealer’s cost, $11.50 doz. 
gals. Free display cards and books on 


insects available. Eleco Mfg. Co., East 
Liberty, Pittsburgh, Pa. 








CMe. 


ASTERS 


VERYWHERE, in all homes, more and more people are using 
“ACME” Ball Bearing Casters. This constantly increasing 


demand makes “ACMES” a profitable 


item for any hardware 


dealer. “ACMES” roll quietly and smoothly in every direction. 
They roll on floors and floor coverings. 
attractively finished. Stock and sell “ACMES”—the Quality casters. 
Tue ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


Modern in design and 
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Ice Breaker 


Chips or crushes 


N.. J. 


Weed Killer 


“Noxem’’—said to 


Fort Wayne, Ind. 


“Finger Tip Facts 


ing the fundamental 
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pieces of ice and has lock-top cover -to 
prevent ice chips from flying out. II- 





lustrated insert in each jar contains 
suggestions for the use of crushed ice 
to give a professional touch to summer 
drinks or dishes. Suggested retail sell- 
ing price 25 cents. Acme Metal Goods 
Mfg. Co., 2-24 Orange 


roots. Application of fluid is made di- 
rectly into heart of weed root. “Noxem 





eliminates digging or stooping and is 
operated by placing pointer and using 
slight pressure. Naphtha or gasoline 
may be used. National Specialties Co.., 


Facts About Hardware Chain 


Chains,” is the title of a 16-page book 
recently issued by the American Chain 
& Cable Co., Inc. This book is a com- 
prehensive catalog on welded and weld 
less chains, chain specialties and attach- 
ments. An index on the front page 
serves as an automatic “check list” for 
the dealer to assist him in buying. Pages 
two and three provide specific selling 
and merchandising suggestions, explain- 


chain, display ideas and thoughts on 
selling related items. The remainder of 
the book, according to the company, 
may be used by dealers to give their 
salespeople a knowledge of hardware 


chain items as it contains condensed 
facts on many items in the American 
Chain line. These include not only the 
wellknown chains but many related 
items such as attachments. Copies of 
the book are available from the Ameri- 
can Chain Division, American Chain & 
Cable Co., Inc., York, Pa. 





Skilsaw Catalog 


Catalog No. 41 describes and _illus- 
trates the complete line of Skilsaw 
tools. A separate price list gives con- 
sumer prices on all tools and their ac- 
cessories. Catalog also outlines uses 
for tools and manufacturing practices 
behind the tools. Skilsaw, Inc., 5033 
Elston Ave., Chicago, IIl. 


Bumper Hitch 


This longbar adjustable height bum- 
per hitch is said to take the pull off 
the weakest spot on the bumper; to di- 
vide the pull and apply each half at 
the bumper’s strongest points. Adjust- 
able as to length on bumper; shape and 





size of bumper and height of tongue to 
level trailer. Zagelmeyer Auto Camp 
Co., Bay City, Mich. 





Electric Fence Controller 


A “Detect O-Meter” is part of the con- 
troller motor itself and is said to detect 
full operation of controller at a glance. 
Has no buttons to push or swtiches to 
adjust. In addition to detecting condi- 
tion of charge on fence at all times, it 
also detects condition of battery. The 
fence controller operates on either AC 
or battery, by simple turn of a switch. 
Diller Electric Mfg. Co., Kokomo, Ind. 
























































Write for catalog No. 126 
and order popular numbers 


from your jobber along 


with BASSICK CASTERS 


THE BASSICK COMPANY 


Bridgeport 











Connecticut 
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CANNING SEASON 


offers biggest 
opportunity of 
yeer to sell 
kitchen scales 






Ar? Hanson offers You a simple sure-fire 

scales-campaign to help you cash in while 
this market is red hot. Every shipment of six 
scales or more (after July 1) contains: 


}, Attractive counter dis- 
play to show the 
actual scale. ; 

2. Attention-getting win- 
dow poster. 

3, Layout of a window 
trim. 

Here are two Hanson 
kitchen scales specially 
qualified to tap this mar- 
ket for you-—-the Way 
Rite, No 4070, priced 
low for volume sales, 
and the Silver Clipper, 
No. 1371, a deluxe glass- 
covered-dial scale. Both 
are high quality prod- 
ucts; both are money- 
makers— both should be 
on display for the can- = 
ning season. Window poster 


HANSON SCALE CO. 
525 N. Ada St., Chicago, Ill. 


RANSON SCALES 


BATHROOM «& KITCHEN ¢ NURSERY «DIET « POSTAL 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad ta serve you. 


HARDWARE AGE 


239 W. 39th St, New York City 











“Gulfspray” Display Stand 
New display stand featuring “Gulf- 

spray” for general use during the sum- 

mer months illustrates the types of 


USE GULFSPRAY 
THIS YEAR! 





household insects prevalent in summer 
and suggests “Gulfspray” as the quick 
way to kill them. The display card is 
die-cut so that a 1-pt. intermittent-type 
“Gulfsprayer” can be displayed and 
made to appear as if the little roly-poly 
were actually operating it. Stands are 
sturdily constructed of heavy corru- 
gated cardboard and attractively print- 
ed in four brilliant colors. Gulf Oil 
Corp., Gulf Building, Pittsburgh, Pa. 


“Dooroscope” Catalog 


The Dooroscope Co., Inc., 32 Union 
Sq., New York City, has issued a cata- 
log illustrating and describing its line 
of “Dooroscopes,” door protective de- 


vices. 


Fan Catalog 

Emerson-Electric cooler fans are il- 
luctrated and fully described in a 12- 
page catalog recently issued by The 
Emerson Electric Manufacturing Co., 
St. Louis, Mo. A complete line of belt- 
driven home cooler fans for attic instal- 
lation, designed to cool an entire home 
or any desired part plus new home 
cooler fans for window installation to 
cool small homes, apartments, or sev- 
eral rooms of large homes. Illustrations 
of a number of installations show how 
the fans operate, how to regulate the 
cooling for greatest efficiency, and how 
these fans solve the problem of inex- 
pensive cooling by actually reducing the 
night temperature inside the home. A 





special section is devoted to the use of 
these belt-driven fans in commercial and 
industrial applications. Fans, plenum 
chambers, ceiling and outside shutters, 
are illustrated and described with spec 
ifications, performance and prices in- 
cluded. A copy of this catalog, No. 
X3366, will be sent on request. 


Improved Calking Load 

Maker states this new load, due to 
special construction of the container 
and cap, is practically vacuum packed. 











Has no lids to remove. Load is dropped 
into gun, seal sliced off and then is 
ready for use. Appliers’ hands do not 
touch calking material. Gun and noz- 
zle remain clean and free from calking 
due to special top lid. Loads packed 
10 (one gallon) to the carton. Mack- 
lanburg-Duncan Co., Oklahoma City, 
Okla. 


Pheoll Catalog 


The Pheoll Mfg. Co., 5700 Roosevelt 
Rd., Chicago, Ill., has issued a 1940 
catalog on its various types of screws, 
including the “Phillips” recessed head 
screws, bolts, nuts, washers, and rods. 


Dry Pack Bait 


No. 66 Dry Pack soft shell crawfish, 
packed in 1% oz. paper box, Cello- 
phane top. Average contents per box, 
30 crawfish, depending on size. Packed 
12 boxes in carton. Baits packed in 
this manner are said to remain soft and 
pliable and not to spoil. Preserved 
baits also available. Descriptive circu- 
lars in color available upon reuest. 
The Day Bait Co., 1824 Howard St., 
Port Huron, Mich. 
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Mississippi Ass’n Favors 
Patman Bill 


HE Mississippi Retail Hard- 

ware & Implement Association 
held its 34th Annual Convention at 
the Hotel Markham in Gulfport June 
10-11. 

President C. H. Everett Jackson, 
opened the program with an address 
in which he pointed out the accom- 
plishments of the association during 
the past year. Secretary D. O. Mans- 
field, Jackson, followed and in his 
report told of the growth of the 
association with a membership 
doubled in the past year. 

Hugh C. Ross, McGee-Ross Hard- 
ware Co., Jackson, Tenn., discussed 
“Hardware Business Building” using 
his own business methods as illus- 
trations. Mr. Ross said through 
years of experience he had found 
that short hours would not work out 
with a business. You 
must be on the job, have to 
work by a plan, budget your time, 
your expense, your sales, work for 
an objective. He suggested that 
when you place a young man in 
your firm, that you refer to his em- 
ployment as his occupation, -not his 


successful 
you 


job, remembering that the word 
“job” sounds too much like a short 


time affair, like three or six months, 
while it takes that long to prepare 


him to be of service to the firm. 
Build for permanency. The same 
treatment will apply to a young 


and, referring to a girl in 

establishment Mr. Ross 
through long- 
to their 


woman, 
his own 
said, her efficiency 
time service was an asset 
business. 

S. J. Williams, district collection 
manager, International Harvester 
Company, spoke on “Sales Minded 
Collections and Credits,” Mr. Wil- 
liams pointed out the fact that suc- 
cessful credit and collecting pro- 
cedure begins with the sale of the 
merchandise. He discussed the 
necessity of extending credit only to 
the extent of the customer’s ability 
to pay; not letting eagerness for a 
sale or competitive credit offers in- 
fluence your judgment. The same 
judgment should be used in extend- 
ing credit as would be used in ex- 
tending the same amount of a cash 
loan, Mr. Williams remarked. 

Hobart M. Thomas, representa- 
tive of the National Retail Hardware 
Association, discussed “Fair Trade 
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Thomas de- 
system, 


in Retailing.” Mr. 
plored the leader” 
used by competitive stores handling 
hardware items, as a trick to bring 
people into the store, as misrepre- 
sentation, and _ price-cutting on 
standard goods making the legiti- 
mate dealer look like a Jesse James. 

W. H. Fincher, The Fincher Co.. 
Lexington, talked of the competitive 


“loss 


problems, which he said had been 
thoroughly and_ intelligently _ pre- 
sented by Mr. Thomas, but added 
that we meet this competition by 
handling beautiful and _ practical 
merchandise. 

The Tuesday morning session 


opened with an address by L. L. 
Davis, manager of the Atlanta Divi- 
sion of Federated Hardware Mu- 
tuals. He discussed hardware mer- 
chandising hazards. 

Alf Stone, chairman, State Tax 
Commission, Jackson, who talked on 
“Taxation.” discussed our form of 
government, and spoke inspiringly 
of the heritage handed down to us 
through the work of our forefathers. 
Mr. Stone emphasized the old-time 
principles of taxation as set forth in 


the early days of the American 
form of government by George 


Washington and other leaders. 

J. W. Dees, Hazelhurst, was 
elected president for the coming 
year; Sam F. Fortenberry, Osyka. 
vice-president, and D. O. Mansfield, 
Jackson, secretary. The board of 
directors’ personnel includes the 
newly elected officers and M. V. 
Morgan, Columbia; W. H. Fincher, 
Lexington; Fonda Rowland, Charles- 
ton, and A. A. Sentner, Macon. 

The resolutions adopted at the 
close of the convention included the 
appointment of an executive com- 
mittee, J. W. Dees, Sam F. Forten- 
berry and D. O. Mansfield, to 
name members of a legislative com- 
mittee including one member from 
each congressional district, to work 
in thé interest of the hardware re- 
tailers during the legislative session 
of the state government. 

The convention endorsed in their 
resolutions the Patman National 
Chain Store bill and urged all mem- 
bers individually and collectively to 
contact their representative in Con- 
gress and ask their support in this 
legislation. 





customer is a 
cans, 
defects in 
year! 


NEW 


Waterproofs, 
Entirely different from enamel paint. 
pores 
tive colors. 
AX. Comes 


Ww. 


TURN OLD PAINT STOCK 
INTO LIQUID ASSETS 
with 
TAMMS PAINT MIXER 

and AGITATOR 


AC, % HP, 110 Volt 
MOTOR $7.95 





Boost paint sales. Assure 
satisfied one! Handles all 
GUARANTEED 
workmanship 
TODAY! 


pints to gallons. 
material and 
NO RISK! ORDER 


dustproofs and beautifies cement 


will not flake, chip or peel off. Comes in 6 attrac- 


same colors as DYE, also in clear 


yourself that every 
size 
neainst 
for one 


|] FLOOR DYE and 
a SELF-POLISHING WAX 


floors. 
Penetrates into 


For extra protection use Tamms Self-Polishing 
solution 


for use on linoleum and wood floors. Write for prices and 
full information! 


228 N. LASALLE ST. 






TAMMS SILICA C 





CHICAGO, ILL. 





ALLIGATOR TIME! 


@ Year in and year out hardware and 
implement dealers have made money 
out of Alligator Steel Belt Lacing—made 
money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will 


> show a remarkably good turnover. Don’t 


let this profitable business get away, | 


4 because you can’t deliver when the 
b emergency calls come in. 

= Check your stock of Alligator today and 
@ order from your jobber. 


& 


a 






FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 


For 30 millions of belts on farms | 
_ and in ali over the world have been 
> pa laced. with ator steel 
’ i “» belt lacing. have 
—_.: ). been many imitations. but 


Alligator always ‘comes 
bout because it 
“never 


AMLIGATOR ; 


TRADE MARK aeG * e258 pos 


STEEL BELT WNGINe 
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PROFIT FOR YOU IN 


HOUSE NUMBERS 


Visible at night, dura- 
ble, decorative ... 
and NOW is the sea- 
son for them. 

Be sure to stock... 
for year ‘round sale. 


ro CATAPHOTE 


Curb-side 
Reflecting 
—_ House Numbers 
Two Styles—retail at 
$2.00 $3.00 


( Your Investment Small 
Your Stock Upkeep Low 


FLUSH TYPE $ 


Usable against house or any 
flat surface; fitted with metal 
frame, complete to sell at 














Large reflecting individual numerals, silver 
with white border, visible at 300 feet, read- 
able at 150. Frame and post rust-resisting 
heavy steel, enamel finished, not subject to 
salt air or atmospheric damage. Wire anchor 
at bottom makes pilfering difficult. SEND 
FOR TRADE PRICES AND LITERATURE. 


WESTERN CATAPHOTE CORP. 
TOLEDO, OHIO 



















SpeedWay, for 30 years lead- 
ing manufacturers of industrial 
electric tools, now brings the 
hardware trade its first com- 
plete line of quality electric tools for 
the home workshop that: Is Priced to 
sell in volume in every community... . 
is widely advertised... carries a full 
profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool motor 
(110 v. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousanis tn use 











No. 69 Drill has 4%” capac- > - | 
ity in steel, handle and gear 
housing die cast, operating 
VU speed 1000 R.P.M. 
No. 129 Grinder operates at 20.000 
R.P.M. (has high speed essential to 
efficient grinding with small stones) 
and collets for %” and 3/32” arbors. 
No. 250 Kit consists of No. 69 Drill 
No. 129 Grinder and 5 accessories in 
attractive steel display carrying case. 
Router Frame converts Grinder into 
free router or shaper. 
Drill Stand takes either Drill or 
Grinder. 
Bench Grinder complete with mo- 
tor, 2 wheels, rubber Yeet, carrying 
handle, cord and plug., 





yr 





awe BENCH 
FRAME 
95 GRINDER 
8s 





Circulars, displays, counter sheets 
furnished. Write for catalog sheets. 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 


















R. E. Barron Heads 


Carolinas Assn. 





Left to right: C. B. Gladden, secretary; R. E. Barron, president; 
P. B. Hendrix, first vice-president, and A. R. Craig, treasurer. 


FENHE 200-odd dealers who at- 

tended the 36th annual conven- 
tion of the Hardware Association of 
the Carolinas on June 11 and 12, 
at Charleston, S. C., elected R. E. 
Barron, of Rock Hill, S. C., presi- 
dent of the association to succeed 
Max Washburn, of Shelby, N. C. 
Other officers elected were: P. B. 
Hendrix, Columbia, first vice-presi- 
dent; W. R. Harden, of Burlington, 
N. C., second vice-president; J. Betts 
Simons, of Charleston, third vice- 
president, and Arthur R. Craig, 
treasurer. The executive committee 
consists of the officers and H. L. 
Stewart, Clinton, N. C., and Retir- 
ing President Washburn. 

C. B. Gladden, of Charlotte, 
N. C., is the new secretary succeed- 
ing Arthur R. Craig, also of Char- 
lotte, who resigned. Mr. Craig 
served in his position for 16 years, 
and is a charter member of the or- 
ganization. Named as delegates to 
the national convention in New York 
in July are the new president and 
his predecessor. 

The election of officers, the selec- 
tion of the convention city and the 
passage of resolutions took place 
during the final business session 
Thursday morning, June 13. The 
election of three directors was held 
Wednesday morning, J. M. Ander- 
son, J. T. Griffith and M. R. Whis- 
nant succeeding themselves in office. 

The dealers went on record as op- 
posing the Norris Bill under which 
“cooperatives engaged in the retail 
distribution of merchandise shall be 
granted the privileges of the Agri- 
cultural Market Act and thereby be 
enabled to obtain loans at rates 
which are unavailable to the retail 


establishments with which they are 
in competition.” 

They opposed too the granting 
of subsidies to cooperative retail 
establishments through tax exemp- 
tion, or through any other means 
which will give them an unfair ad- 
vantage over the retail establish- 
ments with which they are in com- 
petition. 

They went on record as opposing 
trade diversion and urged manufac- 
turers and jobbers to direct all con- 
sumers. sales through legitimate 
channels. 

President Washburn warned the 
association to quit asking for shovels 
to lean on. This, he explained, is 
more or less “epidemic” with every- 
body, and its source is the fond 
expectation that “somebody or some- 
thing is going to do for us what we 
shall finally have to do for our- 
selves.” Mr. Washburn declared 
that there “is nothing wrong with 
the hardware business. Sales are 
10 to 15 per cent ahead of 1939.” 
Mr. Washburn urged dealers to 
place more emphasis on selling. He 
advised his listeners to consider 
selling as a career. True salesman- 
ship, he went on, requires study, 
training and the best qualities of 
mind and character. 

The theme of the convention, ac- 
cording to Mr. Washburn, was “to 
sell more hardware, housewares, ap- 
pliances and paints. He advised 
dealers to enter the paint business. 
“You will make more money in that 
department,” he said, “than in any 
other department in your whole 
store.” 

He frankly told his audience that 
he personally was against passage 
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TAT E. fcided wire PICTURE CORD 


Our Picture Cord is soft, strong, flexible and well finished. 

















7 It is braided smoothly with standard number of strands. 
T A TE TWO TYPES OF CORD 
Tinned Iron Wire—Sizes: 0, 1, 2, 3, 4, 5, 6, 7 and 8. 
— Brass or Gilt Wire—Sizes: 10, 11, 12, 13, 14, 15, 16, 17 and 18. 
No. y | Put up in small coils in lengths of 15 feet, 25 feet and 25 yards. Each 
coil in a box. 
25 Feet On spools in 25 foot lengths and 5 pound net weight. On cards and in 
BRAIDED WIRE bulk. 
PICTU RE Send for Circulars and Prices on the complete Tate line of Spool and 
Coil wire. 
E. H. TATE CO., Boston, Mass., U. S. A. 
Sales Offices also in: 
In Coils CHICAGO NEW YORK LOS ANGELES 5 Pound Spool 


























~e( CHICAGO) 
NO SPRING HINGES 


rate increase for the Silent Action 


WORLD'S FAIR 


YES SIR! Empire rates begin—as al- 
ways—at $2 single, $3 double ($2.50 
single and $3.50 double with private 
bath). 


A modern, 14-story, 700-room hotel, 
served by 8 rapid transit lines to all 
New York and direct subways to the 
Fair. Overlooking Lincoln Square, with 





Architects and Builders’ 
Hardware Engineers realize 
the importance of silence in 
a residence, hospital or 
school. 


The Relax Double Act- 
ing Spring Pivot-Hinge op- 
erates quietly, slowly and 





light on all sides. Food, valet and laun- iit with few oscillations. It is 
dry prices to fit your budget . . deft, Type 6001 economical in the cost appli- 
friendly service. Special facilities for Spring Pivot-Hinge = ation and maintenance. 


meetings and functions. 


_— The “spring action release” permits the door 
literature today! Address “Dept. J.” to be placed open at any desired position. The 
door will not stand open unless the spring 


H OTE L action is purposely disengaged. This avoids the 
E M PY q 34 E annoyance of doors unintentionally left open. 
BROADWAY AT 63D STREET—NEW YORK Chicago Spring Hinge Company. 


“At the Gateway to Times Square” Edw. B. Bell, Gen. Mer. CHICAGO NEW YORK 
U.S.A. 




















iw AMERICAN CHAIN DIVISION e and Mo CHAIN & CABLE COMPANY, 
\ y YORK, PENNSYLVANIA Sz Gustine ake Your Sapely 




















Good Window Displays « « « « « « « « « «# «@ «@ «@ w@ amen e« 


Do you realize that no one factor will draw people to your store And many dealers who require their own copy of Hardware Age 
like attractive window displays of seasonable merchandise? = it highly profitable to subscribe to extra copies for their sales 
rce. 
Hardware Age is continually reproducing such window displays— The cost, $1.00 per year, is returned over and over in better 
its representatives are always on the lookout for new ideas. windows and increased trade. 


HARDWARE AGE, 239 West 39th Street, New York City 
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To Manufacturers 





Export Trade 





Experienced Traveling Sales Rep- 






Hardware Trade 
Guatemala, El Salvador, Nicara- 
gua, Costa Rica, Panama, Colom- 
bia, Curacao, Aruba and Vene- 


zuela, which territory has been 









regularly covered by him since 
1927, would consider augmenting 


representation of 







one or two additional lines, non- 






conflicting with his present 





counts which cover Glass, Paints, 
Brushes, Furniture Casters, Bolts 
and Nuts, and Automotive Brake 
Not interested in minor 










novelties or so called small hard- 






ware specialties. 






Interested in dealing only with 


Class A manufacturers who pro- 





duce high quality materials, and 





who are desirous of expanding 





their export business in the above 
























































hardware buyers, metal furniture 
manufacturers, and major indus- 


tries purchasing items in his line. 


The advertiser pays all his travel- 
ing and entertainment expense, 
working strictly on a commission 
basis, with the understanding that 
all business, within the countries 
traveled, will be for his account 


furnished and exchanged. This 
is an opportunity for manufac- 
turers to secure the services of an 
experienced and seasoned traveler 
who speaks the language of the 
buyer, and has been eminently 
successful in his work. 


The advertiser, now in Venezu- 


early in August. Interested man- 
ufacturers are requested to write, 





offered for sale, and descriptive 
matter where possible. Each letter 


using the address: 


EXPORT TRAVELLER 
c/o A. D. Morris, President 


BAYONNE BOLT CORPORATION 


90 West Street, New York City 
















of the Patman bill. He said that 
the National Retail Hardware Asso- 
ciation is strongly in favor of the 
proposed measure, but “I am op- 
posed to the passage of any kind of 
tax bill on the chains. The way I 
some hardware dealers are 
wanting another kind of shovel to 
lean on. If this bill is passed I see 
a new depression. It would cause a 
new business slump by upsetting 
the balance of production and dis- 
tribution.” The passage of this bill, 
he explained further, would tend to 
deepen the tax “jungle” by project- 
ing the Federal government into a 
new field of taxation. 


see it 


The president’s address came on 
the opening program on June 11. 

Mr. Craig and Mr. Gladden deliv- 
ered their annual reports. Thomas 
K. Ruff presented a report of the 
national board of governors. That 
afternoon, certificate and badges 
were awarded to the new Twenty-five 
Year Club members. 


A Matter 


(Continued 


and are subject to changes. New 
types of distribution spring up— 
changes in method by older types 
of distribution and manufacturers 
who elect to carry on their own 
distribution. All changes present 
problems, both to the maker of 
goods and the distributor. They 
must be met frankly, and with no 
attempt at evasion of responsibility 
of the decision. 

The manufacturer has only one 
decision to make—he should make 
it without any self deception, or 
weak-kneed attitude. His decision 
must be based on a simple formula 
—is the policy, as planned, of 
placing every distributor of his 
product in position to meet all 
competitive distributors on his line 
and still be able to do it at a rea- 
sonable profit? 

A manufacturer should be will- 
ing and able to sit down with his 
distributor and frankly present 
his policy and be confident that he 
has so made his decision that no 
fair minded distributor should 
have any cause for disagreement 
with him. 

Regardless of the size of the 
manufacturer, or the distributor, 
the contacts are necessarily be- 
tween men —through these two 














On Wednesday, June 12, the an- 
nual meeting of Policyholders, 
Hardware Mutual Fire Insurance 
Co., was held. A feature of the 
meeting was an address by E. E. 
Wehman, Jr., secretary of the Caro- 
lina Mutual Insurance Company of 
Charleston. Mr. Wehman spoke on 
the “History and Progress of Mu- 
tual Insurance.” 

Other highlights of Wednesday 
morning’s session were a forum dis- 
cussion led by H. L. Stewart and 
the “Trade Diversion” address of 
John A. Gilmore, executive vice- 
president, Southern Retail Furniture 
Association, Charlottesville, Va. 

Principal speakers Wednesday 
afternoon were G. W. Sulley, mer- 
chants service bureau, National Cash 
Register Co., Dayton, Ohio, and 
Rivers Peterson, managing director 
of the National Retail Hardware 
Association. Mr. Peterson spoke on 
“The Value of Cooperation.” 


of Attitude 


from page 19) 





men, the buyer and seller, business 
is conducted. They must each re- 
flect the sincere attitude of the 
houses back of them. 

They face the problems and they, 
multplied by thousands of such 
contacts, are the men who, backed 
by the proper attitude of their 
houses, solve the problems. The 
solution of most of them are essen- 
tially a matter of attitude. 


Sales Barn 


This business institution at 
Booneville, Mo., has become a 
permanent part of the business 
life of the city. Started in 1932 
on a very small basis, it has grad- 
ually grown in popularity until 
it is the most substantial com- 
munity sale held in Missouri. Dur- 
ing the past 12 months $470,000 
worth of livestock has passed over 
the auction block. The sales barn, 
started by local merchants, has 
become popular with the farmer 
because it serves as a place for 
him to dispose of any surplus 
stock he may have, as well as to 
replenish his supply of stocker 
and feeder cattle and hogs. Sales 
are held once a week at the pres- 
ent time. 
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Our extensive tine of ready to nail Horse, Mule, 
and Bronco shoes is growing in popularity. They 
fit the average horse without alteration — per- 
fectly balanced and shaped. No turning heels or 
welding calks. Nail holes are clean, correctly 


x tapered, and spaced. Tough, strong. long wearing. 
} —— Write for information. — 


S zhane ave, accra me 
werent FAs : 




















Puts New Life into 
Your Wick Business *— 


\ 








ASBESTOS WICK 


DISPENSER 


THE biggest booster for 

wick sales ever offered to 
the hardware trade. Gives 
this branch of your business 
the “importance” it is en- 
titled to. Attracts customers 
and builds sales. 





Keeps your wick stock DISPENSER 
clean and_ salable. Elimi- o e 
nates losses formerly caused FREE with this 
by mistakes in cutting. Stove 
Guide on front gives right SPECIAL DEAL 


lengths of all popular makes 100 feet of the famous FLAME 
of stoves and ranges. MASTER “‘rock weave’ Wick in 4 
stall: ¢ atten popular sized Rolls of 100 {t. each 
All metal; attractively \LL-METAL DISPENSER FREE 
~ ng in 9» agp (original sale only). F B. Job 
Jispenser alone is worth the ber’s Warehouse S 
price of the entire Deal. Dealer's Net . 8.75 
FLAMEMASTER WIC K is also furnished in cut-to-fit Boxed Sets for all 


popular makes of toves and ranges Every Flamemaster sale brings you 
300% Profit. 


NEV-A-TRIM INSULATOR FOR COTTON WICKS 





Slips over any cotton wick Revolutionary ends the 
wick trimming nuisance Gives more heat from less fuel 
Boosts your sale of cotton wick type Heaters and Range 
Users enthusiastic! A fast moving, popular item 


Write us direct if your jobber can’t supply Triplewear products 


TRIPLEWEAR, PATERSON, N. J. 
All Triplewear Products are Sold Exclusively through Hardware Jobbers 





——— ff —G y meat | Cy. © 


MASONS’ WOOD AND ALUMINUM “SAND’S 
SAND’S-STEVENS SURFACE AND LINE 








CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS‘ WOOD AND ALUMINUM 











Write for Catalog World's Standard 
SAND'S LEVEL & TOOL co. LEVELS For 48 Years “A 
8631 Gratiot, Detroit, Mich. TELL THE TRUTH "Factory Built-In Accuracy 
















Steady, repeat sales with no 
off seasons... when you display... 


MOORE 


PUSH-PINS & PUSHLESS HANGERS = yancer 


Place the attractive MOORE Display Cabi- WITH A 
net where it can be seen...and note how 
quickly sales increase. Millions of present 
users. Millions of others read MOORE 
NATIONAL ADVERTISING, and are 
waiting to be reminded to buy. The cabi- 
net will do that for you. Supplied FREE by 
your jobber with order for 72 assorted 
packets. Send for your cabinet today. 


MOORE PUSH-PIN CO. 


113 Berkley Street, Phila., Pa. 


e® STAR Hack 































HAMLIN 


METAL PRODUCTS 


Headquarters for 
Shovels, Hoes and Rakes 


Send a Trial Order 


HAMLIN METAL PRODUCTS CO. 
AKRON, OHIO. 










Saw Blades &® e 


Tungsten and ‘‘Moly’’———Hand and Power 
CLEMSON BROS., INC.— MIDDLETOWN, NEW YORK 


















3 10¢ 
Sizes Cerds 
= 25¢ 
101 Boxes 
Uses Paes or Bulk 
FASTENERS 
THEY PULL—CLINCH—HOLD 


The outstanding fastener fer making, repairing 
sereens, garden furniture, frames, ete. 
Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 











KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 


GRAHAM MFG. CO. 


Deot. W 
Derby, Conn., U. S. A. 


TAKE ADVANTAGE OF 
THIS "BUY" ON CRISPERS 








Size 13 x 8% x 4%” 
Dozen Lots $6.10 
~~ - * 
Less 2%, or $5.98 Net 
Size 15 x 9% x 4%” 
. Dozen Lots $7.64 
Less 2%, or $7.49 Net 


ALTER CO. 


VENUE, CHICAGO. ILLINOIS 
«3 "ORTH WEST SouTH 














DENISTON 


Triple Lock 


“Lead Seal” NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 
by “bump”... Send for samples. iain 
L 
The DENISTON Co. “ester: Ax< 


STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 


No. 162 22x10” All steel 
Brick 1. x2” deep 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @® 


New Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 
CALF WEANERS 
BEST FOR 25 YEARS 
Write fer FREE Circular Mérd. By 
QUINN WIRE & IRON WORKS 


BOONT, IOWA USA 
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The ““WHO MAKES IT ?”’ issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


products, etc. 


Altoona, Pa.: Who makes the 
Hauser Three Way adjustable screen 
hangers? Geo. E. Morrow & Co. 


ANSWER: Martin Hauser, To- 
ledo, Ohio. 


Watertown, N. Y.: Who makes 
the King fire extinguisher? Carl’s 
Auto Accessories. 


ANSWER: James King & Co., 
523 S. W. Pine St., Portland, Ore. 


Raleigh, N. C.: Who makes the 
Murphy door beds? Carolina Hdwe. 
Co. 


ANSWER: Murphy Door Bed 
Co., 712 N. Wells St., Chicago, Il. 


York, Pa.: Who makes hedge 
trimmers that operate with a 
crank? Anderson Hardware Co. 


ANSWER: Detco Mfg. Co., Oaks, 
Pa. 


* * * 


Ithaca, N. Y.: Who makes a 
garden apron with sponge rubber 
bottom for kneeling on ground? 
C. J. Rumsey & Co. 


ANSWER: Q. Kavaker, 23 E. 
26th St., New York City. 


Cicero, Ill.: Who makes a safety 
window seat? J. Holous. 

ANSWER: Little Giant Window 
Bracket Co., 1114 Front St., Knox- 
ville, Iowa; Sil Seat Mfg. Co., 6408 
Euclid Ave., Cleveland, Ohio. 
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Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 


sented as an aid to others in the trade who may be seeking the 


same articles. 


The inquiries reproduced have been selected be- 


cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Jersey City, N. J.: Who makes 
Preferred High Speed Automobile 
Coils? Meyer Paul. ; 


ANSWER: Preferred Electric & 
Wire Corp., 8 Bush Terminal Bldg., 
Brooklyn, N. Y. 


Plainfield, N. J.: Who makes the 
Elton door closers? County Supply 
Co. 


ANSWER: Elton Hdwe. Co., 93 
Lafayette St., Newark, N. J. 


Stillwater, Okla.: Who makes the 
Sunproof Rubber Hose? Bradley- 
Creech Hdwe. Co. 


ANSWER: Pioneer Rubber Mills, 


352 Sacramento St., San Francisco, 
Calif. 


Rochester, N. Y.: Who makes the 
Koolshade screen wire? H. H. Sulli- 
van, Inc. 

ANSWER: Ingersoll Steel & Disc, 
Diy. Borg-Warner Corp., 310 S. 


Michigan Ave., Chicago, Ill. 
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Westfield. N. J.: Please furnish 
address of W. L. Evans Co., manu- 
facturers of Pivot Hangers? Tuttle 
Bros. 


ANSWER: Graham Street, Wash- 
ington, Ind. 


Carlstadt, N. J.: Who makes 
Franklin glue? Robert Benowitz. 


ANSWER: Franklin Glue Co., 
1157 Cleveland Ave., Columbus, O. 


Lake Charles, La.: Who makes 
a stained glass substitute that gives 
the appearance of florentine glass? 


Murray-Brooks Hdwe. Co., Ltd. 


ANSWER: H. A. Malz, 65 Fifth 
Ave., New York, N. Y. 


East Orange, N. J.: Who makes 
the Pine Tree disinfectant? Apart- 
ment House Supply Co. 


ANSWER: Clifton Chemical Co., 
248 Front St., New York, N. Y. 





MAIL BOX PLATES 


Pictured above 
Shelby development. 


pensive. 


The Mail Box Front Plate shown 
below is made in Wrought Steel 
Gravity action as- 


and Metal. 


sures satisfactory operation and is 
weather-tight at all times. 













THES Lelby 
Cc SPRING HINGE CoO. 
SHELBY, OHIO 











SLIPKNOT 
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SLIPKNOT 
- FRICTION - 


TAPE 


Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 





Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 
CANTON, MASS. 











is an exclusive 
This new 
WROUGHT METAL Mail Box 
HOOD has the double advantage 
of being unbreakable and inex- 











Classihied Opportumitien Seckion... 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  Clamibied Adwentining Ratea | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.. 4.00 
Each additional word...... ; 06 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 
Each additional word .............+ 01 
Alew Seven Words for Keyed Address or You Address 


BOXED DISPLAY RATES 
Ge CD onto 6b he 8 00he <1 cnccnesese $5.00 
Each additional inch ..... . 4.00 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept 
239 West 39th St.. New York City 














[ Positions Wanted JL Positiows Wanted 


| Positions Wanted =| 








enced clerks, 
and stenographers for 


MAN, 43, WANTS JOB IN HARDWARE, 





HIGH-TYPE 
=NCED buyer, salesman, favorably established 
Louisiana, Mississippi, East Texas, South Arkan 
Represented national jobber twelve years 
deep south, familiar hardware jobbing lines. De- 


sentative or manager buyer. 


SALES 





~ HARDWARE PERSON NEL, 


especially well versed in needs of farmers. *re 
middle West. Very little actual experience as 
salesman. Been customs inspector, highway en 


gineer’s assistant Likes public, storework, et 


years high school References Address 
Louis Platten, R 22, Hamilton, Montana 


MANUFACTURER'S 
eSIR 
NE 


a 


YOUNG MAN THOROUGHLY TRAINED 
IN sales and sales promotion work; well acquainted 
and now contacting hardware jobbers in the 
South East would like a position with a first class 
manufacturer desiring real representation by 
salesman with a successful record 
Address Box Ete, care of Harnware Ace, 239 


39th St.. N. Y. City 


MANUFACTURER'S REPRESENTATIVE 


WOULD LIKE TO represent a manufacturer of 
lines for the hardware trade, paint trade, or both, 
in the New England states. Have strong follow- 
ing among wholesalers, chains and major dealers. 
Excellent sales record and best of references. Ad- 
dress Box E-13, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 


MIDDLE AGE, 


connection manufacturer or jobber’s repre 
First-class refer 

Address—-E. A. Pascal, 4490 De Mont 
St., New Orleans, La 


Yew England area. 


OUR. FILES 
CONTAIN applications of several hundred experi- 
managers, counter men, bookkeepers 
New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 


TU REPRESENTATIVE 
SIRES RELIABLE MANUFACTURER'S 
‘ s exclusive representative for the State 
of Florida. Commission basis. Age 42, 17 years 
in this territory. Well established, assure results. 
Address Box D-997, care of Harpware Ase, 
239 W. 39th St., N. Y. City. 


References. 


EXPERI- 


. REPRESENTATIVE FOR NEW 
ENGLAND is desirous of contacting substantial, 
reliable manufacturer of builders’ or cabinet hard- 
r Have had extensive builders’ hardware ex- 
perience and am now calling on and 
desirable builders’ hardware distributor in 
Long contacts and an 
established following insure satisfactory distribu- 
Address Box E-12, care of Harpware Acer, 
239 Ww. 39th St.. N. Y. City. 


selling to 








MANUFACTURERS’ REPRE SENTATIV z. 
15 YEARS’ SUCCESSFUL experience contacting 
chain stores, wholesalers, national premium users, 
housewares, novelties, and specialty lines. Ad- 
dress—Godfrey Meyer, 2395 Valentine Avenue, 
N. Y. City. 

SALESMAN WITH. MANY YEARS’ EX. 
PERIENCE in general hardware and good fol- 
lowing in Southeastern States would represent 
manufacturer in this or any part of this terri- 
tory. If you want efficient and honest represen- 
tation, write—Box E-3, care of Harpware Ace, 
239 W. 39th St.. N. Y. City. 


MANUFACTURERS, HARDWARE _ OR 
HOUSEFURNISHING ITEMS, with established 
business who desire the services of a reliable and 
experienced salesman to take care of their busi 
ness on the Atlantic Seaboard. Satisfactory ref 
erences and details on request. Please com 
municate with Box D-1000, care of Harpnware 
AcE, 239 W. 39th St., N. Y. City. 


MICHIGAN EMPLOYERS ATTENTION! 
YOUNG MAN, 28 years old, married, one child, 
ten years sales’ experience in all departments of 
etail hardware, carpenter and studied architectural 
drawing, desires sales position with builders’ hard 
ware manufacturer or wholesale hardware firm. 
Address Box E-24, care of Harpware AGr, 239 
W. 39h Ste.. N. Y¥.. City 


POSITION WANTED AS TRAVELING 
SALESMAN and contact m4n, or Washington, 
D. C., and vicinity representative for builders’ 
hardware manufacturing company. Experience 
twenty years as manager of builders’ hardware 
department for one of the East’s largest hardware 
stores, who handled builders’ hardware contracts 
in all sections of the United States, both Gov 
ernment and private. Five years with 
Gov’t Housing Agency. Have entree to majority 
of Architects and Contractors Offices from Chi- 
cago East, and know all short cuts to Govern- 
ment Offices in Washington, D. C. Address Box 
D-993, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


SALES, DIVISIONAL, OR BRANCH MAN 
AGER capable producer with successful back 
ground as branch, district, and divisional manager 
Thorough knowledge of sales, organization, man 
uzement, development of personnel, advertising 
and merchandising in wholesale, retail, commer 
cial and jobbing fields, with volume running from 
$300,000 to $2,500,000 vearly. Age 42, married, 
one child, excellent health. Am fully competem 
to build or carry out sound sales, advertising, and 
merchandising plans which appeal to consumer. 
dealers and salesmen, and thereby sell merchan 
dise at a profit. Would consider representing two 
or three manufacturers selling Pn hardware or 
automotive jobbers in Middle or South West Ad 
dress Box E-27. care of Harpware Acre, 239 W 
9%h St.. N. Y. City. 





V ANUFACTURER'’S 
DESIRES MAJOR LINE for St. Louis, Mo 
and surrounding territory. Have excellent fol 
lowing among hardware and dairy jobbers, de 
partment stores and large retail outlets as well 
as premium accounts. Have sold this trade fo 
past 15 years. Can furnish first-class refer 
ences. Address Box E-20, care of Harpwart 
Ace, 239 W. 39th St.. N. Y. City. 





POSITION WANTED IN HARDWARF 
DEPARTMENT or store. Have had 20 years’ 
experience as salesman and manager. Can esti- 

mate, install heating systems, have had some 
five years in sheet metal shop. Operated own 
business for nine years for hardware and sheet 
metal work. Am 45 years old and married. 
Would prefer independent ownershin. not chain 
organizations. Address Box D-943, care of 
Harpware Ace, 239 W. 39th St., N. Y. City 


COMPETENT HARDWARE MAN OF CON 
STRUCTIVE ability and accomplishments. Thor 
oughly experienced in effective merchandising and 
business management, capable of productive super 
vision in all phases of general hardware activity, 
retail and wholesale, including agricultural imple 
ments, industrial machinery and supplies. Now 
located in central states but willing to go any 
where. Strictly temperate, conscientious, reliable 
ind responsible. Address Box E-31, care of 
Harvoware Acr, 239 W. 39th St., N. Y. City 





THIS ADVERTISEMENT INTENDED FOR 
TOP-RANKING CONCERNS: credit executive 
office manager available, 35, assume full charge~ 
excellent background and training. Fifteen year- 
n the trades of hardware, building materials and 
metal products. Duties involved supervisory ex 
perience in dealer and technical credits— con 
tractual FHA & HOLC finance, construction 
liens. commercial law, public relations and branch 
credit control, also general accounting——-manage 
ment. Desire to forge ahead with a responsible 
organization. Address Box E-21, care of Har 
warE Acre, 239 W. 39th St., N. Y. City. 





A VERY CAPABLE HARD-WORKING 
hardware salesman wishes job on firing line with 
some live-wire manufacturer. Besides calling on 
jobbers and large retailers, willing to do mission 
ary work in cooperation with the jobbers. Well 
vcquainted with jobbers and large retailers 
throughout Ohio, West Virginia, Michigan, In 
diana, New York State also New England terri- 
tory. Shelf hardware, such as _ padlocks, nite 
latches, door guards, mechanics’ tools, etc., have 
been my specialty. Can show best of references 
as to my ability, my trustworthiness. Salary and 
commission. Address Box E-19, care of Harp 
warRE Ace, 239 W. 39th St., N. Y. City 





Samples of Merchandise. Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 
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VANTED: EXPERIENCED SALESMEN 
IS IT WORTH $1.00 MONTHLY to have | TO CALL on mill and factory trade. With fol 
your name kept before all the important manu- | lowing preferred. Unlimited field and_ splendid 
) facturers of the lines you desire? Service is | opportunity for right men. Address Box E-28, 
open to salesmen with excellent references only. | care of Harpware Ace, 239 W. 39th St., N. Y 
| 
| 
| 





Many lines available now. Free service to manu- | (‘jty. 
1 facturers. Reply to—Box E-17, care of Harp- | _ 
ware Ace, 239 W. 39th St, N. Y. City. J _ : ; 
HARDWARE SALESMAN TO CALL ON 
hardware and paint stores in northern New 
Jersey to sell ladders, door hangers, and tracks. 
MFGR. OF STEEL TUBULAR AND split Must own car. Drawing account against com 








j rivets, copper belt rivets and burrs wants live mission. State age and experience. Address Box 
wire salesmen with following in hardware trade to | E-22, care of Harpware Ace, 239 W. 39th St., 
i handle line on commission basis. All territories N. 3. City. 
> open. State territory covered, firms yo ae | —_——oOOoOOO— == 
representing at present, age, etc. Address Box 





E-30, care of Harpware Ace, 239 W. 39th St 


CSG Hane See SS Fecounts Wonked 
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, HARDWARE PR yap anon — BD Ss 
WITH SUCCESSFUL record and _ established é ae a “a cslineiiainih iiiiesies 
trade among tool and hardware, mill and builders EXPORT TRAVELLER SEEKING 
supply dealers; new useful tool; side line; com ADDITIONAL ACCOUNTS. FLU - 
mission basis. Only those who write fully, state- x ; 2 ene . 
ing experience, a og wap. lines ENT SPANISH — ENGLISH COR- 
handled, territory covered, etc., will be considered . 7 = ink alee oa — 
; Address—President. Markwell Mfg. Co., 200 RESPONDENT. SEE COMPLETE 
= ae ie ee eee eae DETAILS AND MAIL ADDRESS 
ON PAGE 74 THIS ISSUE. 
MANUFACTURERS’ REPRESENTATIVES 
WANTED TO SELL a nationally-known line of 
independent incandescent lamps on commission ere: ss 
TIVE basis Must be well established with hardware, MICHIGAN AND TOLEDO, OHIO. LONG 
, Mo electric supply, auto accessory and paper jobbers. | established company selling on commission basis 
t fol Full protection on territory. State lines handled | only, increasing personnel and wants lines to sell 
s, de and territory covered. Applications will be con- | to hardware stores or their jobbers, plumbers or 
; well sidered from any part of the country. Address | their jobbers. Production and maintenance items 
le fo Box E-23, care of Harpware Acr, 239 W. 39th | for factories. We also call on architects, engi- 
refer . h. 2. Cam neers and general contractors. Headquarters De- 
IWARI troit. Address Box D-999, care of Harpware AGE, 


239 W. 39th St.. N. Y¥. City. 


wetcinse SEVERAL GOOD TERRITORIES OPEN 
TO high-type salesmen calling on hardware, mill CANADIAN MANUFACTURERS’ AGENT 





| 


ESTABLISHED, WELL-RATED- 8S 


| 


oad dealers in east central states 
position to handle additional volume lines. 
write Box E-29, care of Harpware AGE, 2 
39th St., N. Y. City. 


ALES 


rs a ATION calling upon wholesale and re- 
tail :rdware stores, lumber yards and building 


is in 
Manu- 


facturers desiring representation in this territory 
239 W. 





[ Business Opportunities | 








FOR SALE—USED FLOOR SANDER 


Ace, 239 W. 39th St., N. Y. City. 


Desire salable merchandise for the retail 
ware trade. Will consider manufacturers’ 
outs, jobbers’ surpluses in hardware and 

furnishing lines, etc. Write full details reg 
merchandise and price. Kindly refer to us 
ever you have a good buy. Address—-Star 
ware Co., 648 Broadway, New York City. 


HARDWARE, PLUMBING AND HEA 
STORE and stock. Small town on the sh 
Lake Michigan. Excellent farm and summ 
sort trade. Stock inventory $3,000 to $ 


References of any kind can be furnished. ( 
must leave because of health. Address 
Te Ronde, Cedar Grove, Wisconsin. 


BUSINESS OPPORTUNITY. OWNEI 


FIXTURES FOR SALE. NATL COUN 
display cases, desks, safe, steel filing cabinet, 











WE PAY CASH—JOB LOTS WAN 


S, re- 


built at factory. As low as 25%-50% of original 
prices. Address Box D-974, care of Harpware 


TED. 
hard- 
close 

house 


arding 


when- 
Hard 


TING 


ore of 
er re 
4,000. 


This is a good, going, money-making business. 


Ywner 


E. J. 


R OF 


HARDWARE and housefurnishing business estab 
lished 70 years, in New Jersey Metropolitan Area, 
will sell merchandise and fixtures, physical in 
ventory. Opportunity for purchaser to continue 
well established business same location. Owner 
wishes to retire. Address Box E-18, care of 
Harpware Acer, 239 W. 39th St.. N. Y. City 


TER. 
check 








TARF and building supply trades. A commission side | WANTS TO represent manufacturer of tools, protector, scale, belt cabinet, spring cabinet with 
years’ line of fast-selling portable electric tools. Very | hardware, electrical specialties, lighting and do assortment Jones springs numbered, etc. Shélv 
esti- little competition. Excellent chance to make this | mestic glassware, chromeware, kitchen utensils, | ing, display tables, wall cabinets, 8 “Aikman” 
some highly profitable main line, and real opportunity | cutlery, and all kinds of novelties, on commission | style floor display shelving, floor space 6 ft. x 
own to get connected with well-established wide-awake | basis. Excellent connections with leading well 19 in., 5 shelves or 10 ft. x 30 inches. 4 shelves. 
sheet and successful manufacturer. Please give complete | rated wholesalers, jobbers, chain and department all 5 ft. high. Sell piece-meal or all together. 
rried details of age, experience, territory covered, lines | stores throughout Canada. Highest of business Modern Displav style. Sell wav below value to 
alake handled. etc. Address Box E-25, care of Harp- | references. Address Box E-26, care of Harpware | save future storage charces Address Fuhrman 
err WARE AGE, 239 W. 39th St.. N. Y. City. Ace, 239 W. 39th St., N. Y. City ' Hardware Co., Flmira, N 4 
City ee = aes 
SON 
The A “Cl d Ad In Hard A 
yer “Classifie vertisement” n aradware ge 
uper 
4 Will Be Read By the “Class” You W R 
mpl i e Rea y the ass” You Want to Reach— 
any 
liable 

if 7 ° _s ° . ‘ 
Cit, For securing desirable Sales Representatives, Sales Accounts, or for Busi- 


ness Opportunities of any kind use the Classified Opportunities Section 
FOR of Hardware Age, which covers the Hardware Trade thoroughly. 


pears Hardware Age will tell your story to the right “CLASS” — reach the 
= greatest number of Hardware readers of any hardware paper and is noted 


anck for securing quick, tangible RESULTS for its advertisers. 


ar Send your copy with remittance to— 


Well CLASSIFIED OPPORTUNITIES DEPT. 


ms HARDWARE AGE 


nit 239 West 39th St., (A Chilton Publication) New York, N. Y. 





and 
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1 A.B.C.—Charter Member—A.B.P. 
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SINCE 1848— 
FROM MAINE 
TO CALIFORNIA 


ét BROOKS 








BIN 
SPRING WASHERS 


Keep Bolted Assemblies 
permanently TIGHT 
Millions used in all 
types of manufactur- 
ing plants. 

Finest steel—live action. 

Fully Guaranteed by 

BEALL TOOL COMPANY 


East Alton, Ill. 


ASK YOUR JOBBER ~ 









Your Customer Prefers the 
Nationally-Known Make! 


For quick, sure Torch sales—offer 
your customer the known make: 
C & L! Your customers buy C & L 


Torches with confidence. 


Why? 
look it. 
Phone your jobber today. 
ries the best: C & L. 


Strong, sturdy tools, and 
Give efficient, blue flames. 
He car- 


CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich. 


Geni" NOMES & SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


of Silence 





ne Glide 
ence 


Rubber Cushion Glides 


If he is not supplied write to 


N.Y. C. 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pear! St., 


80 
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Acme Shear Co. 
Acme Steel Company 

Aladdin Industries, Inc. 
Albany Sales Co., Inc... 


Allen Mfg. CO. .cccccccsccces 
All-in-One Cement Co. ........ 
Alter Co., The Harry ........ 


American Cabinet Hdwe. Corp.. 
American Chain & Cable Co., Inc. 


American Chain Div.........-- 
American Fork & Hoe Co., The.. 
American Mfg. Co. .......+++s 
American Shearer Mfg. Co..... 
American Steel & Wire Co..... 
American Thermos Bottle Co.. 
American ‘Turpentine Farmers 

Assoc., Cooperative ......... 


American Window Glass Co.... 
American Wire Fabrics Corp... 
Ames Baldwin, Wyoming Co..... 
Animal Trap Co. of America... . 
Arcade Mfg. Co.....-ccccceces 
Archer-Daniels-Midland Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co...... 
Arvey Corp. 
Associated Mfrs., Inc. 
Atkins & Co., E. C. 
Products Co. 


= 


Automatic 
Aaitoyre Co. 


B 
Zabcock Co., W. W. ......26. 
Baker McMillen Co. .......... 


Ballonoff Metal Products Co.... 
Barr Rubber Prods. Co......... 


Bartlett Mfg. Co. ....--++++-+ 
Baasio® Co., TRO .ccccccccces 
TOO BOGE CM. cc cccccecccccce 


Behr Manning Corp. ......--- 
Bellevue-Stratford Hotel 

Bernz Co., Inc., Otto 
Bethlehem Steel Co. 
Binks Mfg. Co. 
Bissell Carpet Sweeper Co...... 
Blaisdell Pencil Co. 
Bommer Spring Hinge Co....... 
Boss Mfg. Co. 
Boston Woven 


Boyle Co., A. 8. (Plastic Wood) 
toyle Co., A. 8S. (Three-in-One 
Ce Me 6 sccesansscvacses 
Briggs & Stratton Corp. 
Brooks & Sons, M. S.........+- 
Brown Cerp., W. R. 
Brown & Sharpe Mfg. Ghicscoe 
Brush-Nu Co. oes 
Builders’ Hdwe 
Sushman Saw Div. 





. Textbooks 


Cc 


Calbar Paint & Varnish CDiiec ss 
Capewell Mfg 
Carborundum Co., The 
Carey Co., The Philip ere rer 
Carnegie-Illinois Steel Corp.... 
Carrollton Metal Products Co... . 
Carter Prods. Corp. 
Casein Co. of America........ 
Champion Hardware Co., The.. 
Cheney Hammer Corp., Henry. 

Chiéago Lock Co. 
Chicago Roller Skate Co....... 
Chicago Spring Hinge Co....... 
Chicago Wheel & Mfg. Co..... 
Cineteee Eletel 2. ncccccccesecs 
Clark Mfg. Co., J. 
Clayton & Lambert hits. Co.. 
Clemson Bros., Inc. 
Cleveland Chain & Mfg. Co., The 
Cleveland Wire Spring Co., The 
Clover Mfg. Co. 
Coburn Trolley Track Co....... 
Coleman Lamp & Stove Co.... 
Collins Co., The 

Colson Corp., The 
Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co..... 
Congoleum-Nairn Co. 
Connecticut Valley Mfg. Co.... 
Consolidated Sales Co. 


Continental Screen Co. ........- 
Continental Steel Corp. ...... 
Ce Gn Ee. Gee BE Ss ccccsee 
Ce Eee, Oh. ccaeneeceireve 
Cees eee GM. ccs cccscceee 
a ook. Be, We 600606 epenes 


Cycle Trades of America, Inc... 
Cyclone Fence Co. 


Daisy Mfg. Co. 
Daniel Co., Edw. W. 
Dazey Churn & Mfg. 





Beeee AG. TV, ccccvcsveccse 
Deniston Co., The ............ 
DeWitt Operated Hotels ...... 


Diamond Calk Horseshoe Co. 
Dickson Weatherproof Nail Co. 
Dietz Co., E 

Disston & Sons, Inc. , 


Hose & Rubber 
30 


39 


Dixon Crucible Co., Joseph.... 
Domes of Silence, Inc. ........ 
Dooroscope Co., Inc., The.... 
Drake Electric Works, Inc. 

Draper-Maynard Co. .......... 


Eagle Mfg. Co. 
Eagle Rule Mfg. Co. 
Edlund Co. 
Edmont Mfg. Co. 
Elastic Tip Co., The 
Elco Mfg. Co. 
Electric Sprayit Co. 
Embury Mfg. 

Empire Plow Co. 
Estate Stove Co., The ........ 
Eswing Co., The 
Evans Prods. Co. 
Biveredy Oo., TRE ...ccccesccces 
Evinrude Motors 


Fairbanks-Morse & Co. 
Farrell-Cheek Steel Co. 
Fate, Root, Heath Co., The.... 
Fletcher-Terry Co. 
Flexible Steel Lacing Oo. 
Florence Stove Co. 
Ford Motor Co. 
Fox Shotguns 
Frankelite Co. 
Frantz Mfg. Co. .... 
French & Hecht, Ine, 
Frick-Gallagher ‘Mfg. er 
Frigidaire Div. 





Gale Products 


Gardiner Metal Co. 
Electric Co. 


General 





Heating MOONEE cadeccacevse 

Lamp Div. 

WE DOTEEED ccccecccccucs 
Gephart Mfg. Co. 
Gibson Good Tools, Inc. 
Gilbert & Bennett Mfg. Ce..... 
Gillette Safety Razor Co....... 
Glass Coffee Brewer Corp..... 
Goodyear Tire & Rubber Co., Inc 
Graham Mfg. Co. 
Grand Specialties 
Gray & Dudley Co. 





Greenfield Tap & Die Corp.... 

Greenlee Tool Co. ............ 

ee SS Wakes aceeneess 
H 

Hamlin Metal Prods. Co. 


Hanover Wire Cloth Co. 

Hansun, Henry 

Hanson Scale Co. 

a & wrpeneeny Arms 
Co 


m8 Canvas Co. senate» dot 
Beewaerne-Oei, ZOO .ccccsecece 
Hazard Insulated * Wire Works. 


Heckethorn Mfg. & Supply Co.. 
Heineke Co. 


Heller & Co., W. C SeKeeee 
Pe Meee GO cowesecesesce 
Se Gis DD cacedececcenes 
Pe. GO, Be occ nedciesscce 
Hoppe, Inc., Frank A. ....... 


Horst Universal Sales Co.. 

Hotel Benjamin Franklin 

PE MEE ciecesdidenenssws 
Hotstream Heater Co.......... 
Hoyt & Worthen Tanning Corp.. 
Huenefeld Co. 
Hustler Corp. 


Imperial Bit & Snap Co........ 
Independent Lock Co. 
Indestro Mfg. Co. 
Indiana Steel & Wire Co. . 
Ingersoll Steel & Disc. Div. Borg- 
Warner Corp. 
International Harvester Co., Inc. 
International Nickel Co., Ine... . 
Irwin Auger Bit Co., The . 


J 
Jackson Mfg. S 
Jacuzzi Bros., In 

Jennings Mfg. Co. : “The Russell. 
Justrite Mfg. Co 


Katzinger , 





Keen Mfg. Co. 


du Pont de Nemours & Co., Inc., 
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7 The Dash (—) Indieates that the Advertisement Dees Net Appear in This Issue 
80 Mees. Meee Gein Fs Be icc cccess — | Reynolds Wire Co. 
Keiser Mfg. Co. .............. —| Rich Ladder & Mfg. Co., The... — 
- Kennel Food Supply _ — | Richards-Wilcox Mfg. Co. .... 10 
Kester Solder Co. ...... tte: — | Rizsom Oo., Oscar ©. ....0.0. 
Keystone Steel & Wire Co.. — | Rochester Sash Balance Co., Inc. — 
Klein & Sons, M. ............ — | Rogers Isinglass & Glue Co.... — 
K-R-O Company ............-.. — | Rotenone Prod. Co., as 
Royal Electric Co. -- 
L Ruby Chemical Co. 
Russell, —— & Ward Bolt 
Lamson & Sessions Co. ........ — & Nut Co. ..............-. 2 
- Landers, Frary & Clark ...... — | Ryerson ‘ ‘Son, Inc., Jos. T. _ 
- Lead Industries Assoc. ...... 4 
- F Libbey-Owens-Ford Glass Co... — s 
81 Lincoln-Schlueter Floor Machin- 
— ee rryrerrrrr er ree Samson Cordage W — 
- edie Geet Ghais Ge., the .... —leeete Sat Ot Sen oe = 
- Lockwood Hdwe. Mfg. Co...... 13 | Sandvik Saw & Tool Corp Bete eke 
- Lowe Brothers Company, The. — | Savage Arms Corp. .... ieee Ss 
- Lufkin Rule Co., The ........ 7| Schaefer Brush Mfg. Co....... - 
= Schalk Chemical Co. ......... - 
M soeets Sidon da gh widow 6 68 
- Dememeeer Be. CO. c.cccccece 48 
. __| Schollhorn Co., The Wm 1 
MeGill Metal, Prode.’ Co. "1.1... ——| Semtimel Radio’Corp. ........-: - 
~_ | Sewerage Comm., cep eiinbads -- 
McKinney Mfg. Oo. .....---..- ~~ | Shapleigh Hardware Co. ...... 
Macklanburg-Duncan Co. ...... 
3 Mackwia Co. ___ | Sheffield Bronze Powder & Sten- 
a Marble Arms & Mtg. Oo....-.. —J| gnciby Cyeie Goo 0025" : 
~- Machwe Mile. Ge. ccccccccess —Ie : gf tec Nadal aa 
- Marshalltown are  asaows Shereen une ee. giabyde 4 
71 Master Lock 2 F -1¢ . er ‘ 5s = 
SF ff See ee ee ener _ I ER eee eee ~ 
Master, Rule Mfe_ Co. Tac."°:° —| Stiver axa’ Go = 
. Mayes Bros. Tool Mfg. Co..-... — a . 
- MEE a cdcieegsdeshiaeuweee<e —Ioe Ree ee ee a 
- Merchandise Mart, The ...... aia eg o., J. — . - 
- Metal Textile Corp. g > anc, Landon P. ...... x 
: Socony-Vacuum Oil Co. ........ - 
Miami Cabinet Div. . . 
Philip Carey Co __| Soilicide Lab. Co, ...... - 
Midland Co., The ..... — | Speedway Mfg. Co....... 72 
Milcor Steel’ Co. ............- — | Stampit Corp. ..--....-..... : 
Miller, Inc., Robert E. . 80 Standard Fence Co... 41 
lll SaS b AE — Oe 5 
= Minnesota Mining & Mfg. Co.... — | saeco ten a esoree~ Ss ~ 
mz Stee Enameling & Mfg. Co., pista thes Sg pate Te “ 
m “iapceeses, jee Rions =) ££... 2 eee - 
—_ i Cie faa eee ee Stevens Arms Co., J. ......-- _— 
Moore Push Pin Co. .......... 75 7 ‘aes 
—_ Morse Twist Drill & Machine Co. — — Works Co., Ine., in 
= Murphy’s Sons Co., Robert .... —J|«¢ Gf nin kag lh lle aaa my 
Murray Ohio Mfg. Co., The.... 81) Suzerior Fastener Corp. ...... 16 
Myers & Bee. Co., Tae F. ... 68) Sosa wey Sot Pests, Go... — 
Syncro Devices, Inc. ........ - 
- N 
f T 
. National Brass Co. .......... ed Se 71 | 
= National Carbon Co., Inc. ...... ae i UU SO ee 73 | 
76 National Enameling ‘Stamping Taylor Instrument Companies.. — | 
Coa ccescecseveccecesese ——| Tennessee Coal, Iron & Railroad | 
= National Industrial Advertisers’ Ms Netitda than ass oO -awoe — | 
= AMBOCIMGIOR cs cccccccccccecs 6] Testor Cement Co. ........... -— | 
— National Mfg. Co. ........-.-- 36 Thom sson & Son Co., The Henry 
46 National Oil Prods. Co........ 83 parteoninetineot ronda 
47 National Pressure Cooker Co.... — eins I a ee - 
National Screen Co. .......... — | Trico Fuse Se. Ge ewcavnes a | 
New Haven Clock Co., The a ltl Eee id 
Newport Industries .......... — {Triplex Screw Co., The ...... - 
oe New York Solider Co.......... —J|Tru Test Marketing & ‘Merchan- 
hai Nieholson File Co. ........+- 8 OPP PPrrrerr rrr -—— 
;  -ncongg BI oa GG. B. cscccs —| Tubular Rivet & Stud Co...... - 
a orge vision pepeenes veces —| Tucker Duck & Rubber Co. - 
10 North American Press, The.... —J| Turner, Day & Woolworth Han- 
a et tea Steel & Wire Co.. — PMA - é. prdiintha sa ewes ss.4 — 
Norton Door Closer Co........ — 
= Norton Lasier Co. ......-.+++. - U | 
as Nu-Tone Chimes, Inc. ......-- - 4 | 
= Union Fork & Hose Co., The... — 
45 o a a GR ce.86 0560 49 
€ J. 8. Steel Corp.... 41 
pats - _ United Stove Co. _— 
_— 0 B. UB. cccccs —_ 
oe y etl ag ag pan | Utica Drop Forge & Tool Corp. — 
aes Owens-Illinois Can Co. ......-- __| Utility Hdwe. Co. ........... as 
_ Oxford Tool Co. .......sceeeee — 
ae Vv 
‘ete P Vichek Tool Co., The ‘ — 
ik Vaughan Novelty Mfg. Co., Ine. 
73 le MR ois ict scene |} Victor Electric Prods., Inc.....  - 
be Paine Company, The ......... -{ Vent-A-Hood Co., The........-. - 
a Parker Co., Charles ........- Vita-Var Corp. ......-seeeees 
2 Patent Novelty Co. .........-- — | Vichek Tool €o.., The ........- 
ali Peck, Stow & Wilcox Co. ...... 
Pecora Paint Co. .........++- w 
Peters Cartridge Div. ........ 
Pigro Leather Co., The ....... Wagner Mfg. Co. ........+--- 
Pioneer Rubber Co., The ...... Wall MOPS WENO ceccccccsoes 
- Pittsburgh Plate Glass Co..... Wappat, Fred W. ......+++++- 
Pe Pittsburgh Steel Co. ......... Zt Wwenmer Be. Ge. .ncccccccccse 
_— Plantabbs Co. .....-.++-++e05 —-| Warren Telechron Co. 
ee Plumb, Inc., Fayette R. ....... =) GL UR eee 
Plymouth Cordage Co. ........ ——| Warwood Tool Co. ..... 
a Plymouth Rubber Co., Inc. 717 | Westclox ....-.cc.eeee - 
ee Premax Products ........-.-- — —— — . = 
Prime Mfg. Co. ....cceccesees - estern Cataphote Corp. .....-- fe 
— Progressive Mfg. Co., Inc...... 54] Western Wire Prods. Co. —... — 
Puritan Cordage Mills ........ —| Westfield Mfg. Co. ............ | 
— Electric & Mfg. 
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Q Wicmetes Seetiians,” “ue. 2.2.: 55 | 
— , Wickwire Spencer Steel Co..... 
10 Q@ninn Wire & Iron Works.... 76] Winchester Repeating Arms Co. — 
- Wire Screen Cloth Mfrs.’ Insti- 
“a RR rrr _— 
R Jug tution ......-.eeeee nese eee 
Woodruff & Sons, Inc., F. H.... — 
Wooster Brush Co. ..........+:- —- 
Raybestos-Manhattan, Inc. ..... Wrigh 7 BF. 5 
t Steel & Wire Co., G. F. 50 
pNP 35 ad . 
— Reeves Steel & Mfg. Co....... _ Y 
-—- Remington Arms Co., Inc 27 
Republic Steel Co. ........+- — | Yale & Towne Mfg. Co., The.. 3 
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Moulded RUBBER GOODS & Specialte 















































PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co 


370 ATLANTIC AV OSTON:MASS: 


ERCURY 
BICYCLES 


The de luxe line priced 
for the volume market 


THE MURRAY OHIO MFG. CO. 


CLEVELAND, OHIO 




















display stand 


FREE 


gust buy 8 dozen 
Velb. CRoss TACKS 
from your yobber 


CROSS 


















EAST JAFFREY, N.H. 





‘TOLUMBIAN 


























The world’s most modern cordage plant, where Columbian 
Rope is made, uses only controlled quality fibre which is water- 
proofed and lubricated by the exclusive Columbian process. 
This is but typical of the care that is taken in every operation 
to make Columbian Rope as good as rope can be made. 


COLUMBIAN ROPE COMPANY, AUBURN, ‘The Cordage City” N. Y. 





NOW 
You Can KNOW Your 
BurLDERS’ HARDWARE 


Complete from A to IZZARD 


A. H. BROWNELL'S HARDWARE AGE SERIES 
COMPLETE IN ONE VOLUME ...A BIG 
$3.00'S WORTH FOR YOU AND YOUR MEN. 


There are about 10 ways a hardware man 

. ELONGS can use HARDWARE AGE’S Builders 
in Your FILES Hardware Text Book ... You can keep it 
in your reference files for immediate, au- 

Pa thoritative information ... you can take 

it home at nights and study its Elemen- 

z tary, Intermediate or Advanced Courses 
7... or you can give it to that smart, 
‘ young clerk you are training to handle 
E || Builders’ Hardware to study at home, 
if-| to name three ways to use it. 


310 S/ONWORIN 


EH) 


// 


A lot of so-called Text Books say they are 
complete, but when you get them you find 
important information missing. Ilere is a 
~ Text Book which is complete. It’s written 
by a man who knows his subject backwards, 
forwards and sideways, selling and buying 
Builders’ Hardware, who has the ability to 
tell what to do and what not to do in an in- 
teresting way ... The comparative Charts on 
Finishes; Door Butts, Jambs; Mortise Bit Key Locks and Latches; Trim 
for Mortise Locks; Surface Door Closers and many others are worth the 
price alone. 

When the news got around that we were putting Hardware Age’s *“Tah- 
ing the Mystery out of Builders’ Hardware” articles in one fat volume . . . 
orders began coming in steadily for this complete 





OWN ABOL) 
39V 

- “a = - 
See 


S 





teal » 


f 
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study. 
You need at least one copy of this Text Book, 
maybe more. Use the coupon below and have a > = 


copy where it will do you the most good and make 
you the most money, in your store. It’s attractively 
printed, well illustrated to show to customers, and 
sturdily bound to last for years of heavy usage. 
Your copy is waiting. 


ALL THE REALLY IMPORTANT 
THINGS and MORE, in this VOLUME. 








HARDWARE AGE 

239 West 39th Street, New York, N. Y. 

Gentlemen: Send me ............... copy {ies) of the BUILDERS' HARDWARE | 
| 


TEXT BOOK ot $3 per copy. _! Attached is my remittance. 


Canadian & Foreign copies $3.50. — Send me invoice with book. | 


NAME SW ra vind < css ckvunpoetes 
FIRM NAME attains aca ache wa Gee | 
ADDRESS i «ks ice tna rt Ok ee nb a ak. We ke ea acta 
| CITY os iacGiainiecape:a Min Sak Wahid eden amanda saa aeeae | 
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READ THIS LIST OF CONTENTS 


250 PAGES 

ELEMENTARY COURSE 

INTERMEDIATE COURSE 

ADVANCED COURSE 

WORKING BLUE PRINT 

9 COMPARATIVE CHARTS AND TABLES 

13 LARGE DETAILED DRAWINGS 

GLOSSARY OF BUILDERS’ HARDWARE TERMS 
60 CHAPTERS 


Here are some of the chapters 


Model Stock 

Butts and Hinges 

Locks 

Window Hardware 

Getting Builders’ Hardware Prospects 
Scheduling, Marking and Servicing 

Hardware Finishes (Comparative Chart) 

Ocor Butts (Comparative Chart) 

Jamb—Floor and Checking—Floor Hinges (Com- 











VIT 
retr 
ot \ 


For 


parative Chart) Att 
Mortise Bit Key Locks and Latches (Compara- 

tive Chart) 
Mortise Cylinder Locks and Latches (Compara 

tive Chart) In ad 
Trim for Mortise Locks (Comparative Chart) ature 
Lock Sets atio 
Schools of Design eal 
Window Hardware (Comparative Chart) garde 
Born Hardwore nentl 
Surface Door Closers (Comparative Chart) on th 
Floor Hinges, Concealed Closers and Thresholds head 

(Comparative Chart) 
Door Helders and Stop Devices 
Lavatory Hardware (Comparative Chart) 
Office Building and Apartment Hardware (Sug- 

gested Lists of Locks) 7 
School House Hardware (Suggested Lists of Fil 

Locks) 
Hotel Hardware (Suggested Lists of Locks) Gar 
Hospital Hardware (Suggested Lists of Locks) VIT 
Federal Specifications ree 
Sample Rooms f \ 

— 







J. HAROLD DUMBELL, 


Hardware Assoc., soys: 


Exec. Sec., Nationai Contract 


“Personally | am looking 





forward to securing for 
my files a bound copy of 


the complete course 
when it is finished. 
It will be a handy 


book to have.” 











HARDWARE AGE JUNE 


































A Best Seller for Your 
Garden Department 


Easy to Use —In the Handy 
Eye-dropper Bottle 


VITA-FLOR requires no tedious mixing, no 
refrigeration. I'wo drops vitamize one gallon 
j of water. Available in four convenient sizes 


—!4 ounce, 1 ounce, 2 ounce and 1 pint bottles. 



















An Attractive Dis- 
play Carton For 


a A New Product 


are already thinking and 
asking about Vitamin By. 

ira-rton, “isvined = LQ Meet a New Deman 

in this attractive carton, 

will act as its own sales- 
man. Everyone interested 
in gardening is a po- 
tential customer for magazines and farm publications are filled with accounts of the remark- 
this new and. su- 
perior product, 


The biggest news in gardening circles this year is Vitamin B,. Garden 


avle results obtained by supplying Vitamin B,; to growing plants. Every- 
one interested in gardening is talking about this new discovery — reading 
about it — asking for it. A whole new ready-made market has sprung up 
among nurserymen, farmers, home gardeners. 








Attractive Folders, Display Cards and 


Ad Mats Furnished FREE! offers a unique opportunity to cash in on this new demand — to supply 

In addition to a wealth of attractive advertising liter- customers a standardized Vitamin B,; source — one that has proved itself 
ure. VITA-F offers vou the advantage of ; . : i 

ee , : ages some ci cage Rage gee by outstanding results to users. VITA-FLOR is backed by the reputation 
Na 1-wide advertising progré m mm © YM é ; 
garden magazines. By keeping VITA-FLOR  promi- and prestige of National Oil Products Company, leaders in the field of 
nently displaved on vour counter, vou can capitalize ° ° 
REEY CREATES OP YON COREE, YOR LAG SONaNeN vitamin supplements for fifteen years. Nopco controls the manufacture 
on this valuable publicity entifving vour store as ; 
headquarters for this outstanding product of VITA-FLOR, thus assuring you of an accurate, standardized product. 


VITA-FLOR is MORE Than Vitamin By. 


>: aie ae : oe ee 
FaOut Tile Coupon sat Bet Tetey Experimental evidence indicates that VITA-FLOR with its Vitamin B, 
Gardening time is the time of heavy demand for z 
VITA-FLOR. Clip this coupon and mail today 
for full information about the profit possibilities better results than Vitamin B, alone. 
of VITA-FLOR. 


plus other known vital plant growth factors has frequently produced 








SPECIAL NATIONAL OiL PRODUCTS COMPANY 
DEPT. H, 

INTRODUCTORY HARRISON, NEW JERSEY 

OFFER | want to know more about VITA-FLOR. Please send me full details of 
your special introductory offer, and information about your liberal 
dealer discounts at once. It is understood that this will be done without 

Dealers are encouraged to take advantage obligation to me. 

of our "special introductory offer". Simply 

send us the adjoining coupon and we shall NAME 

immediately forward the details of this offer 

without obligation to you. ADDRESS OS ee eT rae ee 
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bait 10 cudlomens tor YOU! 
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WHY DON'T YOU 


I'M KEEN FOR AN ; cauy dinaiaieni 
ELECTRIC RANGE, BUT...) { ~~ — awe PICK IT OUT NOW? 


PAYMENT PLAN WILL TAKE 
é i 
IF THAT'S | 

g.< THE CASE, 

; 1 WILL 

- f 


CARE OF THAT 











IF THAT'S | 
THE CASE, 
1 witl 
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